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ONE out of FIVE Telephone 
Companies, whose Directory work 
we handle, has been our Customer 
for over a Quarter of a Century... 
One out of Three for over 20 years 

.and One out of Two for over 
15 years. 

You, too, can join the long list 
of Berry’s satisfied Telephone 
Company customers for whom we 
sell TELEPHONE DIRECTORY 
ADVERTISING EXCLUSIVELY 
in more than 5,200 cities and towns 
in 29 states and Canada. 


Call or write today for details. 
No obligation. 





L. M. Berry and Company points with pride 
to its many customers throughout the United 
States and Canada. In its Mid-Eastern Division 
there are many Telephone Companies whose 
Directory work is handled by L. M. Berry and 
Company. Following are a few of Berry's 
many valued customers who are located in the 


Mid-Eastern area: 


Central Telephone Company 

(N. C., & W. Va.) 
Citizens Telephone Company (N. C.) 
The Concord Telephone Company, Inc. 


Eastern Rowan Telephone Co. (N. C.) 


The Farmers’ Mutual Telephone System 
(Va.) 


Harrisonburg Telephone Company (Va.) 
Home Telephone Co. Inc. (S. C.) 


Home Telephone Company of 
Simpsonville, Inc. (S. C.) 


Inter- Mountain Telephone Company 
(Tenn.-Va.) 


Lee Telephone Company (Va.) 
Lexington Telephone Company (Va.) 


Mebane Home Telephone Company, Inc. 
(N. C.) 


Norfolk & Carolina Telephone & 
Telegraph Co. (N. C.) 


North Carolina Telephone Company 
Statesboro Telephone Co. (Ga.) 
Tidewater Telephone Company (Va.) 


United Telephone Company of the 
Carolinas, Inc. 


Virginia Telephone & Telegraph Company 


Western Carolina Telephone Company 
(N. C.) 


Williston Telephone Company, (S. C.) Inc. 


and many other / 


TELEPHONE DIRECTORY ADVERTISING EXCLUSIVELY 


L.M. BERRY an CO. 


Hulman Building - Dayton 2, Ohio - BAldwin 4-742] 































Ye PP eA ee 









AN 4€ NAINOOBR ANNIAV ONIHSNI LOT | al 


"dH09 OUTTVLIW NOUMSHS ‘cee: 





[Pays SSA;UIOYS JO PaljOs PjOrD ‘pajoo) duIZ sayya Ul 


j@6png puwd uoijor0; Asaae 104 YOO UOJIaYS OS aay) 
‘s00P 4O UOIjDIado Aspa puD juawuUBIjD 
j2ajsad sainssp yous AyipiBis asog ayy soy Yoo |aajs 
uosayus ayy AjuO °° * Jaquawes puy ‘4yjoog auoyd 
jxau 4nok Ang nok aiojaq aupdwo> pun aiDMaq OS 


a. + 
5 = 
"BAOGD PSUOOPDD WIJDIA J/aSINOA-jI-OpP BUY JO} J9YOW $3 
BHuiyBno, ou s 41 yng * * * Auuny sp nok ayiays ADw siuy SN > 
| i ~/ | kAaIe ¥ NI 
jjjOysu! of Apoas |jD | —— GaTTVISNI S 
k | | BAF Oi} _\ iSS3WON 
qa1agwassvy AYOLIVI O° Bh ACW ee ns ; 


NOWLYTTWLSN! 
404 
avd 


Oo} sowo? HLOOd 144518 


ol ; —<FH1L008 133s 71008 
NOUYFHS 2904 asnooeq . NOYXIHS MIN AW ‘HY nous 


— 
INYd 
Hloog NONSFHS 





S3ZV19 NI | sae = 
3u3HM MON 


7 | 
Zz 


> 

mo 
oy 
j YO4 NI STSSAW 131 °F” 


éALYVd BOVMOVE V 
fee” _— | SIHL S,LVHM 
NOILOVASILVS 40 WAWININNTY HLIM L¥0443 40 WNWIXVW 


— 





socom a 





- Se omen emma << aaa TTS 


- = fr o , 
— ff oe ED, pgm we fit 
— med ay pa i pte 
A se ie 
—e ee 


pate st = 


Where there is danger, colorful markings 
of bright ‘‘Scotchlite’’ Reflective Sheeting 
flash a vivid warning to nighttime motorists. 


These durable, low-cost markings protect 


your own equipment, too. You show your 


concern for public safety. And you remind 
1d aim 9)0] 8) | (ome) mm\Z0)0] anYiit-)] W4- ce ale 6] ar- belo) at -1 ave 


ice. Send for informative free booklet today. 


REFLECTIVE SHEETING 


MINNESOTA MINING AND MANUFACTURING COMPANY 
where RESEARCH is the key to tomorrow 


FOR FREE BOOKLET ON REFLECTIVE MARKINGS, WRITE 3M COMPANY, DEPT. QX- 7158, ST. PAUL 6, MINNESOTA 
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ABOUT THIS ISSUE 


“Building The Management Team” 
E ARE sure you have known of tragic failures in 
individual businesses. and perhaps in an entire 
industry, that were brought on because the challenge 
of keeping products or services ahead of competition 
and in tune with changing conditions was not met. 
And if you have seen businesses fail for these rea- 
sons, how many cases do you recall where sound and 
profitable businesses folded because no one had de- 
veloped management personnel capable of carrying on 
the business when the people at the top passed on? That’s 
a question David L. Harrington asks in his artele, 
starting on page 39, before he proceeds to give his 
ideas on what should be done now to build tomorrow’s 


managers. 


“Selling For Profit” 
HERE DOES the industry go from here ? 


key question because a new concept of growth 


That is a 


and service development needs to be developed. In 
this issue, O. W. Tuthill, general manager-merchandis- 
ing, Illinois Bell Telephone Co., explains this new con- 
cept as one that will present telephone service in a much 
different and more varied role than it plays today. If 
vou re interested in “Selling For Profit” (and who 
isnt) we suggest youll find some profitable reading 


starting on page 12 of this issue. 


Courts and Commissions 

EK ARE starting another new department in this 

issue by expanding our reports of Court) and 
Commission activities into a full-size feature depart- 
ment. This new department will report. interpret and 
comment on every important order, decision, or regu- 
latory development. whether it be a ruling from the 
Internal Revenue Service or a court decision giving a 
telephone company the right to better rates. We hope 
vou ll benefit from reading our new department. If you 
want to help it grow let us know what's happening in 


your area, 





Editorial & Business Staff 


Ray W. Smith, Editor — Roy F. Smith, Advertising Director 
Donald C. Sorensen, Advtg.Mgr.—John G. Reynolds, Managing Edito: 
John S. Reed, Technical Editor — Dick Reynolds, Production Manager 
Emily Budde, Editorial Assistant—Betsy Taylor, Advertising Assistant 

Betty Schroeder, Office Mgr. — Pat Lawhorn, Circulation Mgr. 
Dorothy Myers, Assistant Circulation Mgr. 
Roland Davies and Fred H2nck, Washington Bureau 


Advertising Representatives 


WEST COAS1: Keith H. Evans & Associates, 
2723 Wilshire Blvd., Los Angeles 5, Calif. 
Telephone: DUnkirk 2-8981, 
593 Market St., San Francisco 5, Calif. 
Telephone: YUkon 2-4280. 


SOUTHWEST: Ed Whetzle, 
923 Cardova Ave., Dallas 23, Texas. 
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FRONT COVER 


New officers and directors of the Kansas Telephone Asso- 
ciation are: Standing left to right — DOUGLAS WRIGHT, 
director; HUBERT FROMAN, director and CARROLL NEL- 
SON, director. Seated left to right — ROLLEY L. KING, 
director and vice president; CARL B. BRECHEISEN, di- 
rector and president and GEORGE ROONEY, director. 
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of stores to fulfill all their needs. 

Today, the modern supermarket and 
shopping center has made it possible 

to buy from a single source. 

Telephone folks too, have found that single 
source buying saves them more time and 


money than before. It also makes for greater 


efficiency in operating their company. 
Whatever your needs may be —tools, 
hardware, protection equipment, aluminum 
telephone booths, insulated wire, etc. — 
Leich can serve as your single source for all 
supplies and materials. When you buy 
from us, you can rest assured that 

every item has passed a rigid test to 

prove its merit and every new product 

has been carefully investigated. 

You can also depend on Leich as the source 
to give you fast, prompt service on every 
order. Next time you order supplies, 

use the single source that will offer you 

the most for your supply dollar ... LEICH. 






(atl you wgl) 


Years ago, folks had to shop at a number 





EVERYTHING YOU NEED 
YOU CAN OBTAIN FROM 
LEICH 





| 


A MEMBER OF THE ONE OF AMERICA’S GREAT 
GENERAL TELEPHONE SYSTEM COMMUNICATIONS SYSTEMS 





Sbetter 


’ ie 
ICk SALES CORPORATION + 427 WEST RANDOLPH STREET + CHICAGO 6,ILLINOIS Te 


t" J 
IC CC AST. 11401 WEST PICO BLVO.. LOS ANGELES 64. CAL.: SOUTHWEST: 1227 SLOCUM ST.. DALLAS 7. TEX : SOUTHEAST: 5126 SOUTH LOIS ST. TAMPA #1. FLA sien 


anufacturers of telephones, switchboards and related apparatus since 1907 





coming 


CONVENTIONS 





ALASKA Telephone Conven- 
tion, Baranof Hotel, Ju- 
neau, Alaska, July 28, 29, 
30, 1958. 


Now—5 Models 
Suttle Drive-Up- 
Walk-Up Booths 


MICHIGAN Independent Tel- 
ephone Association, Pant- 
lind Hotel, Grand Rapids, 
Sept. 9, 10, 11, 1958. 


ARKANSAS Telephone Asso- | 


(With Bright Yellow Hoods) Galion, kt fetes, br 
Choose from one of five models of Suttle’s low — Hotel, sept. 15-16, 


cost “Phone-From-Your Car” Booths two 
Drive-Up models, two Walk-Up models, and 
one Walk-Up with Building Mount — all 
traflic-type structures designed for the job. 


ROCKY MOUNTAIN _Tele- 
phone Association, Utah 
Hotel, Salt Lake City, Sept. 
17-19, 1958. 


Installation of all models is simple and in- 
expensive. Five of these booths can be in- 
stalled for the same cost as two of other out- 
door types. 


“Phone From Your Car’’ feature increases revenue 


WEST VIRGINIA Telephone 
Association, Blackwater 
Lodge, Davis, W. Va., Sept. 
24-25, 1958. 











Drive-Up, mounted in concrete (sign post, 


Model DUI signs, 


Model WU0 


Walk-Up, mounted in concrete (sign post, 


Model WUl signs, 


Model WUOBM 





mounting 
etc.) 


posts, 


Drive-Up, mounted on concrete with tripod 
and skirt (sign post, signs, lights optional) 


lights optional) 


Walk-Up mounted on concrete with tripod 
and skirt (sign post, signs, lights optional) 


lights optional) 


Walk-Up, mounted on concrete, with building 
mount and bracket, tripod and skirt (for 


oT ee Suttle Drive-Up Booths, to be installed on 


toll roads nationally, have proved to be as 
much as 300°, more profitable than other 
types of outdoor full length booths because 
ol ease of use. You save on maintenance 
costs, too, No rusty hardware or mechani- 
cal parts to fail. On actual installations, 
after two years of tests, no maintenance 
costs were incurred on either coin’ pay 
phones or booth structures in all weather. 
Suttle Drive-Up and Walk-Up Booths use 
standard A.E. or \W-.E. paystations, the 
Drive-Up unit using a standard 9 Koiled 


$1210 

$9950 
$121" 
$9950 
$117 


adjacent to and on_ buildings, 


Complete Installation instructions supplied with each unit. Order yours today! 


Manufacturers, suppliers, and printers to Telephone Men 


For further information, specifications or 


quotations on these telephone supplies— 





SUTTLE EQUIPMENT CORPORATION 


401 N. 15th St., Lawrenceville, Ill. 
Phone: Lawrenceville 782 


6 


YOUR 


135 S. La Salle St., Chicago 3, Ill. 
Phone: DEarborn 2-3108 


NORTH CAROLINA Tele- 
phone Association, Caro- 
lina Hotel, Pinehurst, Oc- 
tober 6-7, 1958. 


UNITED STATES Independent 
Telephone Association, 
National Convention, Con- 
rad Hilton Hotel, Chicago, 
October 13, 14, 15, 1958. 


VIRGINIA Independent Tele- 
phone Association, Roan- 
oke Hotel, Roanoke, Oct. 
30-31, 1958. 


SOUTH CAROLINA Telephone 
Association, Clemson 
House, Clemson, Nov. 5-6, 
1958. 


OKLAHOMA Telephone As- 
sociation, Huckins Hotel, 
Oklahoma City, Nov. 5-6, 
1958. 


ALABAMA - MISS. Telephone 
Association, Hotel and 
City Not Announced, Nov. 
10-11, 1958. 


GEORGIA Telephone Associa- 
tion, Gen‘l Oglethorpe Ho- 
tel, Savannah, Nov. 12-13, 
1958 
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Splicing is a cinch 
with SUPERIOR TEL-U CABLE! 


It’s simple to identify pairs for either straight or branch 
splicing. 
SUPERIOR TEL-U Cable is fully color-coded to the ultimate 
SUPERIOR standard of the industry ... 
TEL-U CABLE less time! 


Construction-wise, vou can’t buy a better telephone cable 


takes the cable splicer far 


is manufactured strict 


ccOordance with cae i leek re 
Ate than SUPERIOR TEL-U! 


: For details, write 
&3 SUPERIOR CABLE 
SUPERIOR CABLE CORPORATION, Hickory, North Carolina 
ky 
say 
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A New Look; 


Communications | 


Beginning with the design and construction of a switchboard for St. Louis, Missouri, 
Kellogg has been serving the Telephone Industry for more than 60 years. Today 
Kellogg, the “Communications Division of ITT”, is the largest domestic division of 
International Telephone & Telegraph Corporation. 


This represents further tangible evidence that communications is our business — 
and ITT’s. For you in the Independent Telephone Industry, it re-emphasizes the 
fact that all of ITT’s far-flung facilities and resources are always at our disposal— 


and yours. 


Let’s take a new look at Kellogg today—and count off the resources and skills that 
make it up, for from these resources will come developments that will help change 
telephone engineering as much, and even more, in the next 60 years as Kellogg 
developments have done in the past. 


HOME OFFICE: Chicago. 

PLANTS: Chicago; Corinth, Miss.; Kansas City, Mo.; Clifton, N. J. 

SIZE: 3,500 employees— 600,000 square feet of plant area. 

KELLOGG DESIGNS / DEVELOPS / MANUFACTURES 

FOR THE TELEPHONE INDUSTRY: relays * cables * condensers * jacks 


telephones * manual and dial switching systems * carrier systems 
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At Kellogg 


Division of [TT 


Regional Warehouses and Offices: 


CALIFORNIA ILLINOIS MINNESOTA OHIO 

23 Broderick Road 4600 South Tripp Avenue 6100 Excelsior Boulevard 1555 West Fourth Street 
Burlingame (OXford 7-5780) Chicago 32 (CLiffside 4-4300) Minneapolis 16 (West 9-6715) Mansfield (LAfayette 4-6511) 
GEORGIA KANSAS NEW JERSEY TEXAS 

1594 Southland Circle, NW 7th Street & Sunshine Road 165 Prospect Street 1515 Turtle Creek Boulevard 
\anta 18 (SYcamore 4-2441) Kansas City 15 (MAyfair 1-4418) Passaic (PRescott 9-3610) Dallas 7 (Riverside 7-5191) 























FOR INDUSTRY: Systems for data transmission over physical and carrier-derived 
circuits * manual and automatic switching systems for computers and industrial 
control * electro-mechanical wire communications components and assemblies * 
design modifications on transformers, inductors, filter and other audio equipment. 


FOR THE MILITARY: Primary contracts for ground communications for Atlas 
Air Force ICBM * participant in SAGE, continental air defense system * supplier 
for BOMARC, intercept missile. 


As in the past, our entire resources and experience will always be at the service of 
the Independent Telephone Industry. 


KELLOGG Switchboard & Supply Company Sales Offices: 6650 S. Cicero 
Avenue, Chicago 38, III. 


FELLO CC mem 






Communications Division of 





ExPORT— International Standard Electric Corp., 50 Church Street, New York 7, N. Y. 
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L-O-N-G-E-R 


POLE LINE LIFE.. 


... LOWER 
AINTENANCE 






SPECIFY 
NORTHERN 
WHITE CEDAR 


PENTA 
ULES 


Clean from Butt to Tip 





Write for complete information 


PAGE 2 HILL, Inc. 


Minneapolis 3, Minn. 
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across the editor's desk 


A. J. Bohnsack Dies 


HE UNEXPECTED death of Al- 


vin J. Bohnsack, 66, president of 
the Germantown, (New York) Tele- 
phone Co, saddened the industry dur- 
ing the convention of the New York 
State Telephone Association. In this 


space in our last issue we notified the 
industry of his accident that hos- 
pitalized him. Mr. Bohnsack was well 
known internationally both as a tele- 
phone man and as a member of Lions 
International. His two sons Donald, 
manager of the telephone property 
and Warren, who runs the Bohnsack 
Equipment Co. (well known to our 
readers) were trained in the tele- 
phone business by the deceased. We 
join the industry in condolences to 
Mrs. Bohnsack and her two sons who 


survive this pioneer of our industry. 


Missouri Pioneers 


ISSOURL members of the Theo- 

dore Gary Chapter of the Inde- 
pendent Pioneers held their annual 
barbecue on June 21 at a lake outside 
of Jefferson City, Mo. 150 members 
and families made their 1958 gath- 
ering the largest in history of this 
annual event. Miss Katharine Bauer, 
secretary of this Chapter since its 
inception reports that Foster Me- 
Henry, chairman of the barbecue, and 
his fine committee put on a fine af- 
fair for Missouri Independent Pio- 
neers. Incidentally Foster’s company 
at Jefferson City made news in June 
by installing their 15,000th telephone. 


Harry W. Pike 


ARRY W. PIKE, vice president 
of General Telephone Co. of 
Illinois, and well known telephone 
man throughout our country, turned 
in his suit June 1 and bid his co- 


workers goodbye. Harry retired after 







some 30 years of service to the in- 
dustry coming to Springfield, Ill. on 
his last assignment some 9 years ago. 


General of Indiana 
HE APRIL issue of INDIANA 


Business and Industry could have 
caused vest buttons to pop on of- 
ficials of the General Telephone Co. 
of Indiana. Their company was one 
of the features in that issue with 
many pictures and an excellent story 


on the company. 


Trip To New York 

UR CONVENTION wandering to 

the various state telephone con- 
ventions ended during June as it did 
for many weary representatives of 
the manufacturers and suppliers sery- 
ing our industry. Our trip to the 
New York convention was a very 
pleasant one as we were able to 
greet many of our old friends that 
we do not see too often: Hovey Gris- 
wold, Bill Seeley and several of the 
suppliers including Sherron, make 
of the steel booths, Harry Zeigler of 
York Hoover Body Co. 


Popular Article 


LLAN STACEY, of the Sunland 

Tujunga Telephone Co. of Cali- 
fornia was the author of a very pop- 
ular article in our June 15th issue on 
telephone directories and the oppor- 
tunities they present. From the mail 
we are receiving from readers and 
the mail Allan has been receiving. 
we think the article was one that 
could mean real value in dollars and 
cents to companies that have not 
fully investigated this asset of their 
business. If the article provoked 
thinking and later action we are 
pleased. Mr. Stacey had lots to say 


and is well qualified to say it! 
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meds 
25-year 
telephone 
battery 


life — 


always install 
C&D PlastiCal'’ 


Why? Because C & D PlastiCal” batteries are 
the most advanced-design batteries of the 
last 50 years. 

PlastiCal lead-calcium alloy grids are com- 
pletely free from the harmful life-shortening 
effects of antimony found in conventional tele- 
phone batteries. By comparison, a C&D 
PlastiCal requires from 1/10th to 1/100th the 
current to maintain itself in a fully charged 
condition. Thus, frequency of water additions 
is drastically reduced. 

A PlastiCal in the battery room means you 






can check the electrolyte level by glancing at 
the clear plastic case. Patented, exclusive 
C&D Saftee-Vents reduce maintenance by 
serving as always-ready, efficient funnels for 
temperature and hydrometer readings —with- 
out removing the vent. 

If you need telephone batteries—a C & D 
representative or your telephone equipment 
supplier will be glad to explain the many ad- 
vantages gained by installing C & D’s premium 
telephone battery —PlastiCal. Call him today! 


For details, write for descriptive Bulletin 


SINCE 1906 


SALES AND SERVICE OFFICES IN PRINCIPAL CITIES FROM COAST TO COAST 


Manufacturers of Slyver-blad ® Industrial Batteries e and PLASRCATS © Batteries for Communications, Control and Auxiliary Power 
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of Safe Impak Tools 





Designed with the 
EMPHASIS ON SAFETY 


‘ 





. This tool is triggered with a removable key retained on a chain, and it 

cannot fire during loading, setting or handling. 

. Cut cable is restricted and netained after the cutting operation, and cable 

will not unravel: : 

Both hands of the operator are safely engaged during firing operation. 

‘ soe shear plates have reversible cutting edges like a Gillette —_ razor 
ade. 

Impak Tool will cut cable and wire from 0 ‘nein to % inches in diameter. 

Because of its light weight, only 6.75 pounds, the unit can be hook sus- 

pended on a lineman’s belt. 

. The Impak Cable Cutter will operate in any attitude or position. 

The device requires only 2 minutes to reload, and it is economical to 

operate. 

. Subzero temperatures will have no effect on Impak operation. 

. Like a punch press it can develop more than 10 tons per square inch of 

energy. 


Ge 
St On Aon BRO WH 










‘a= OOK ELECTRIC 
‘T = a@ ¢ 
= ee 
2700 SOUTHPORT AVENUE 
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There’s a Barber-Greene ditcher 
to speed your jobs...to cut your costs 





The two most advanced ditchers on the market. Left: Model 774 with wheel. Right: Model 784 with vertical boom. 


Two machines in one. The same chassis can be used 
with wheel for cross-country digging where speed 
is important or with vertical boom for city work 
where tight quarters and frequent obstructions are 
encountered. 

The Model 774 Wheel Ditcher digs to 66” deep, 30” 
wide. Model 784 Vertical Boom Ditcher cuts to 7’ 
deep, 24” wide. Both machines offer exclusive dual- 
range Hydra-Crowd for infinitely variable digging 


speeds to 31’ per minute, hydraulic controls, hinged 
connector between chassis and boom that eliminates 
twist and tilt, all-hydraulic spoil conveyor, automatic 
overload protection, new crawlers, and many other 
years-ahead advantages. 

Crowding speed independent of wheel or bucket 
line speed. Can be changed instantly without stopping 
machine. Conveyor speeds infinitely variable—instant 
reverse. 





House services. Model 705-B Run- 
wide. Favorite among utilities for 
house services. Vertical boom digs 
up to obstructions, leaves no ramp. 
Hydra-Crowd gives infinitely variable 
digging speeds. 15 m.p.h. travel. 


sures instant 


crowding speed 


Scattered jobs. Model 711 digs to 
about digs to 48” deep or more, 1014” 5’ deep and 18” wide. 45 m.p.h. travel 
speed minimizes between-job time. 
One-man operation. Hydra-Crowd as- 
selection of 
for every digging 
condition. Convenient operator’s cab. 


Narrow trenching. The Model 702 
is a remarkably low-cost unit that 
digs to 5” wide, 40” deep. Ideal for 
cable, conduit, small pipe. Highly 
mobile. Varidraulic drive gives finger- 
tip control of crowding speeds from 0 
to 20’ per min. Exceptionally rugged. 

58-7-D 


correct 


Write for information on all ditchers in the Barber- Greene line of advanced design. 





AURORA, 


CONVEYORS... 
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By ROLAND DAVIES and FRED HENCK* 


THE ENTIRE structure of the interstate domestic communi- 

cations industry is being profoundly affected by hearings 

and conferences which have been going on and are still 
going before the FCC. Here are the correct facts. 


“Private Line Rate Hearings 
Are Still Going On .. .” 
Y THE END of this month, a 


new private line telegraph grade 


service rate structure may have been 
shaped, providing additional rev- 
enues for the companies which par- 
ticipate in providing this service. 
Whether or not new reduced inter- 
state private line telephone rates, as 
ordered by the Federal Communica- 
tions Commission, become effective 
by the end of August remains to be 
seen, 

Meanwhile, in the light of the fact 
that the situation is rather complex. 
and because some rather misleading 
and inaccurate reports of the picture. 
ncluding a statement that all that re- 
mains of the case is an examiner > 
decision, have been published else- 
where, a brief review of the privat: 
line case appears to be called for. 

In weighing the importance of the 
case, it is not an exaggeration to say 
that the whole structure of the inter- 
state domestic communications indus- 
try in the United States is being pro- 
foundly affected by the hearings and 
conferences which have been going 
on, and are still going on. before 
the FCC. 


*A General Investigation” 
PrRst, IT should not be lost sight 
of that the FCC is conducting a 


reneral investigation of all private 


“Editors of “Telecommunications 
Washington. D. C. 


Keports, 
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line rates and services, with the ex- 
ception of radio program and tele- 
vision service, and specifically includ- 
ing, under a recent order, special 
high-grade channels for data process- 
ing. The hearings which have been 
going on for some months, and are 
scheduled to resume in late July for 
several days, have been a part of 
that investigation. 

Both the Bell System and Western 
Union Telegraph Co. have submitted 
detailed and exhaustive studies of 
private line costs, investment, and 
revenues for 1955 as part of the rate 
investigation, and portions of those 
studies have been brought up to date. 
to 1957. in line with usual rate case 
procedure. 

All of the hearings to date have 
concerned themselves with those cost 
studies. Rebuttal testimony is still to 
come from the General Services Ad- 
ministration, and many of the hear- 
ing issues, such as the effects of com- 
petition in the private line field, have 
hardly been touched. If the hearings 
are carried through to their full con- 
clusion and a final decision, such a 
conclusion is many months, and per- 
haps several years, away. 

As a separate matter, although in- 
escapably closely tied to the private 
line rate investigation, GSA filed a 
petition in January asking an interim 
25°¢ reduction in private line fele- 
phone grade service rates. The Com- 
mission held oral argument on this 
petition June 12, and the argument, 


although specifically related to the 


GSA petition, ranged pretty widely 
into the whole field of private line 
services. 

Incidentally, that argument, like 
the hearings themselves, was covered 
by only one reporter from the com- 
munications industry trade press, 
representing Telecommunications Re- 
ports, for his own organization and 
as Washington correspondent for 


Telephone Engineer and Management. 


“15% Cut Ordered” 
[' WAS AS a result of the GSA 
petition, and the oral argument, 
that the FCC late last month ordered 
an interim 15Co reduction in revenues 
of the American Telephone & Tele- 
graph Co. Long Lines Department 
for private line telephone grade serv- 
ices. based on the 1957 restatement 
of the private line expense, invest- 
ment, and revenue study. 

Meanwhile, back at the hearings, 
AT&T and Western Union were fil- 
ing proposed rate revisions for both 
private line telephone and telegraph 
grade services. These were made a 
part of the hearing record, and some 
further action will be required to 
make the telegraph grade rate pro- 
AT&T's telephone 


rate filing. of course, may have been 


posals effective. 


made moot by the FCC rate reduc- 

tion order of the previous day. 
The further action to make the 
telegraph grade rate proposals ef- 
fective may come following an in- 
formal conference on the subject 
which was scheduled for July 15 im- 
mediately after the rate proposals 
were put into the record. Western 
Union, in particular, has been push- 
ing hard for the telegraph grade rate 
Please turn to page 18 
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NEW, SHORT ~~ 


Koiled Kords 


/ f 
/ j 


//CUT HANDSET 
// LOSSES ... on Coin 
Collector Telephones 


These new short KOILED KORDS 

retractile cords allow sufficient length 

for use in telephone booths but are short enough 
to prevent the handset from hitting the 


floor if dropped. 


Figure your past losses from broken handsets 
and you'll see how much these new short 


KOILED KORDS can save you. 


These new short KOILED KORDS are available 
for Automatic Electric, Kellogg, Stromberg-Carlson 


and Western Electric handsets. 


KOILED KORDS, the original retractile 
cords, are the result of 17 years of 


research, development and use. 


— C= CAN NOT TOUCH 
” THE FLOOR 
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PN Ne VISIBLE 


VISUAL CONTROL PANELS 


Chart Action, Indicate Trends, Show Results, 
Permit Comparison, Picture Organized Facts 
for Analysis and Decision. 















Complete flexibility with limitless signalling and charting 
possibilities . . . Easily adapted to your individual record 
requirements. 

Lightweight panels contain clear plastic tubes which are 
individually removable and may be shifted from one posi- 
tion to another .. . Clarity of tube provides full legibility of 
contents. 

Signals snap on or off at any point... Hold position until 
positively moved . . . Slide smoothly back and forth... By- 
pass freely— and with insertable index feature afford triple 
signalling potential: by position, by color and by legend 
of index. 


Alek the Mas for. Aleme lo show you epatites— 


CROZET, VIRGINIA 






ACME VISIBLE RECORDS. 








0 Send us more information on Visual Control Panels. 


























(1) We are interested in Acme Visible equipment for _________ records. 
KIND OF RECORD 
[ 0 Have representative call. Date___ Time = ; 
: Company a _Attention__ : = 
Address ms 
S| Aone... State. ae 
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(Continued from page 15) 


revisions, and urged that the parties 
to the hearing not merely put their 
rate proposals into the record and 
then sit on them for some indefinite 
period, 

Importance of the private line tele- 
graph rates to telephone companies 
stems not only from the fact that, at 
this point and before any further ex- 
tensions of the SAGE system of air 
defense, about half of all private line 
services rendered by telephone com- 
panies are in the felegraph grade 


category. 


“Narrowing The Differential” 
on important, and perhaps 
more so. is the fact that one of 
the main arguments in favor of con- 
tinuation of present telephone grade 
rates is that to reduce them would so 
narrow the differential between tele- 
phone and telegraph grade rates that 
a user who needed only telegraph 
erade service might as well order a 
telephone channel anyway, since he 


could still use it for telegraph serv- 


ice. This. it is felt by proponents of 


this argument. would so dry up the 
market for telegraph grade service 
that Western Union would be forced 
out of business. 

While Western Unions main busi- 
ness today still is in the public mes- 
is clear that the tele- 
field 
for expansion is in the private line 
Meanwhile. the tele- 


graph field is slowly contracting. and 


sage field. it 
graph companys only major 


area. message 
each successive rate increase brought 
about by higher wage costs as 
this was written, another application 
for increases in the public message 


shrinks 


the public message field still further. 


category was anticipated 


From a nationwide viewpoint, con- 
sidering interstate services, of course 
the only communications system com- 
peting with the Bell System is West- 
ern Union. 

There are those pessimists who feel 
if Western Union 


that. were to go 
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out of business and the telephone 


companies were forced to absorb 
telegraph services. the last competi- 
tive barrier to the possibility of na- 
tionalization of the telephone indus- 
try would be removed. Were Western 
Union to go out of business and 
without strong private line services. 
the possibility is a real one the 
only other entity which would be 
likely to maintain domestic telegraph 
service is the Post Office Depart- 
ment. 


both AT&T and Western 


Union. the studies show. were earn- 


Since 
ing in the area of 2 on_ private 
line telegraph service before recent 
wage increases, which probably have 
put them close to a break-even  posi- 
tion. all parties to the private line 
case appear to feel that some boost 
in private line telegraph rates is in- 


evitable. 


“AT&T’s Proposed Schedules” 
N ITS TELEPHONE 
tion order. the FCC declared that 


rate reduc- 


it recognizes “that on the basis of 
the respondent’s cost evidence in this 
proceeding. the rates for private line 
telegraph grade services may be in- 
adequate to provide the respondents 
with a fair return on their respective 
investments devoted to these serv- 
ices. 

AT&T's proposed telephone orade 
schedules called for a 36¢ reduction 
in private line voice grade revenues, 


dh « 


reducing them $1.350.000, to $35.- 


968.000 a vear. on the basis of the 
1955 volumes in the basic cost study 
presented in the hearing. The result 
would be a 9.9¢¢ rate of return for 
voice, or telephone, erade services. 

On the teletypewriter, or telegraph, 
erade side. increases of $16,000,000 
from the 1955 study total of $15.- 
981.000 were requested. This would 
amount to a 35¢¢ increase, and pro- 
duce a 7.7 rate of return, assum- 
ing no “throttling” effect on volume 


of business. 
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Overall, AT&T proposed increases 
of $14,650,000 on the 1955 
raising the total revenues to $97.- 
549,000 as of that time, and produc- 


base. 


ing an 8.6% rate of return. 

Western Union called for average 
rate 11.3%. to 
produce $13,425,000 in added rev- 
shrink- 


age. It estimated its annual revenues 


increases of 


2TOSs 


enues before allowance for 
for private line services, based on 
the April, 1958, rate and 
levels. at $32.538.000. It said that a 


minimum of 10% return is justified 


volume 


for the private line services, but that 
19%, 


figure. would be needed to 


an increase of rather than the 
11.3% 


boost its return to that level. 


“Rate of Return Questions” 
HE RATE of return questions in- 
volved. and the trend in the in- 
dustry. were pointed up at AT&T in 
the following comments contained in 
its summary statement accompanying 
the rate proposals: 

“Private line services are faster. 
more convenient, and cheaper Jor 
volume use than message services. A 
customer takes private line service 
because he receives greater value 
through its use for one or more of 
these reasons than by using message 
service. When a customer's require- 
ments for communication have grown 
to the point where private line serv- 
ice is justified, he takes private line 
in lieu of message service. The offer- 
ing of private line service ts thus a 
bargain offering which tends to re- 
duce the growth of the carrier's mes- 
sage service. For all of ihese reasons, 
the private line services here involved 
should earn at levels higher than the 
(telephone companies) services as 
a whole.” 

Under the FCC's telephone grad 
AT&T 


¢ 


is to file schedules reflecting the 15¢ 


service rate reduction order. 


cutback in revenues. which was esti- 
mated to produce a 715 rate of 
return. There was no immediate indi- 
cation as to whether AT&T would ap- 
peal to the courts, ask the FCC for 
reconsideration, or accept the order. 

AT&T President Frederick R. Kap- 
pel. pointing out that the order leaves 
AT&T's private line services. overall. 


Please turn to page 33 
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UU you caAN USE 


ANY SIZE toi ticket 


WITH THE NEW 
CALCULAGRAPH 





Here's sull another new feature that makes Calculagraph the best 
and easiest method to time toll calls—it’s the new set-back handle 


that enables you to use ANY SIZE toll ticket. 


This new Calculagraph development brings to three, the number of 


major advancements in the past year alone—the 60-minute di: 


color handles and now the set-back handle 


These are 3 more good reasons why Calculagraphs should be in’ vou 


switchboard to make toll call timing easier for vour busy operators, 


Write today for complete information that tells how Calculagraphs 


can be used in vour switchboard 


CALCULAGRAPH 


np 


308 Sussex Street e Harrison, New Jersey 





ANUFACTURERS OF ELAPSED TIME RECORDERS FOR OVER 65 YEARS 
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) SALES OFFICES: Atlanta, Birmingham, Ala., Cambridge, Mass., Charlotte, Chicago, Cincinnati, Cleveland, Dallas, Detroit, Fort Wayne, 


Paper-insulated, lead-sheathed 
Telephone Cable 


This Phelps Dodge telephone cable 
combines the superior transmission 
characteristics of paper insulation 
with the durability and moisture 
resistance of lead. It 1s backed by 
Phelps Dodge’s extensive research 
and manufacturing experience 

in the paper-lead cable field. 


The controlled craftsmanship and 

quality of this paper-lead cable are 

typical of the entire line of Phelps 

Dodge telephone wires and cables, 

including: 

@ Exchange Area Telephone Cable 

® Self-Supporting Telephone Cable 

® Rural and Urban Distribution 
Telephone Wire 

@ Interior Telephone Cable 

® Rubber Insulated Lead 
Sheathed Telephone Cable 


g# PD—Tel Wire 


PEELPS DODGE COPPER PRODUCTS 


CORPORATION 


N. C., Houston, Jecksonville, Kansas City, Mo., Los Angeles, Memphis, Milwaukee, Minneapclis, New Orleans, New 


jelphia, Pittsburgh, Portland, Ore., Richmond, Rochester, N. Y., San Frencisco, St. Leuis, Seattle, Weshirgten, D. C 
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Wire- Saving 
Snubbing Action... 
with this 


KEARNEY 


SNUB-R-GRIP 
DROP WIRE GRIP 


On poles or buildings this free- 
swinging drop wire tie provides a 
“‘snubbing”’ action stronger than the 
rated strength of the wire. This is 
possible because the unique spiral 
grip distributes the pull over a long 
length of wire. KEARNEY Snub- 
R-Grips are quickly installed and 
easily salvaged. Just wrap the wire 
(twisted pair, parallel or synthetic- 
jacketed) into the grooved spiral. 
A portion of the groove’s inner sur- 
face is specially coated to give 
maximum non-slip grip . . . without 
damage to insulation. 


For Better Construction . . . Safer Maintenance 


Specify 268 


KEARNEY 


PRODUCTS 


4224-42 Clayton Ave. ® St. Lovis 10, Mo. 
Canadian Plant: Guelph, Ontario 
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VOICES OF THE INDUSTRY 


“Technical Targets” 





By J. T. NAYLOR, 
Vice President, United Utilities, Inc.., 
Kansas City, Mo. 


OUR SUPPLIERS, 


companies. and industry neigh- 


connecting 


bors are recommended for counsel on 
technical details to meet the challenge 
of future services and operating tar- 
gets. This is not the time or place to 
be sufficiently thorough in this. These 
are not subjects on which generaliza- 
tion is safe. | would. however. like 
to inventory the technical objectives 
which I feel should be among the 
foremost in designing telephone pro- 
perties. 

It seems to me that the first and 
predominant consideration in design- 
ing physical plant is what we might 
call integration and coordination, or 
the “packaging.” of efficient service 
units. 

A single exchange operation may 
appear to have a_ relatively simple 
problem achieving these purposes but 
even for this type of operation it is 
necessary to explore and include 
answers to the following questions be- 
fore purchasing and installing new 


plant. 
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Does the toll and network program 
call for provision now of floor space 
and possibly certain switching equip- 
ment to achieve the ultimate mechan- 
ization of toll timing and ticketing. 

Is the toll traffic volume to nearby 
tributary communities and out on the 
nationwide network such as to justify 
investment in toll recording apparatus 
now or in the foreseeable future? Do 
existent toll routings provide the best 
medium for service and economy ? 
Do adjacent Bell or Independent ex- 
changes have new plans for toll han- 
dling which will influence a coordin- 
ation program 7? 

Are such adjacent exchanges able 
and willing to time and ticket traffic 
for you either manually or auto- 
matically or both. or should this be 
an integral part of the local exchange 
design? If the handling of dialable 
traffic can be mechanized, how and 
where can person, collect, coin box 
and DSA operations best be handled 
over the long pull? 


Until all of these questions have 
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through Qual 


and Service 
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COMPATIBILITY 
QUALITY 
AVAILABILITY 


| in rural distribution wire 


In a period of change, Ansonia continues to serve you with Rural 
Distribution Wire which is compatible in color coding and con- 
struction with that you have used and are using. Ansonia is main- 
taining the quality of performance which has made our Rural 
Distribution Wire so popular for so many years. Ansonia stocks 
Rural Distribution Wire AVAILABLE FOR PROMPT 
DELIVERY to you. 


Ansonia will continue to provide compatible wires and cables to 
meet your demands and at the same time will, as always, be 


alert to the latest innovations in the industry. 


THE ANSONIA WIRE & CABLE COMPANY, ASHTON I, R.I. 
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DIAMOND" Spring Toggle Bolts 


these MO 


Exclusive Diamond 
Features 


Guarantee Faster Work, 
Greater Holding Power 








Patented Feature — Wings 
butt together forming a truss © 
rather than bearing against the — 
bolt and permit easy tightening 
even under load. 


Wings hold at set angle. 
A special anti-turning prong on 
one wing allows you to position 
wings at any horizontal or ver- 
tical angle and prevents wings 
from turning with bolt during 
installation. Saves time and 
tempers. 





REIN 


Your supply distributor carries a wide range 
of sizes with choice of various heads and 
finishes. With a Diamond Spring Toggle Bolt— 
You’re sure it’s secure! 


Write today for Bulletin No. 7001 
containing full information. 


DIAMOND 


EXPANSION BOLT CO., INC. 


1691 


GARWOOD, NEW JERSEY 


A complete line of Fasteners for Masonry and Hollow Walls 


Masonry Drills —Pipe Clamps — Pole Line Hardware 





Stocking Warehouses: Atlanta, Boston, Chicago, Dallas, 
Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, San Francisco, Seattle, St. Louis, Washington, 
D. C. Also, Montreal, Toronto, and Vancouver, Canada. 
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(Continued from page 22) 


been thoroughly answered on a sound 
engineering basis, no exchange is 
ready to place orders for equipment 
or to finalize new and additional in- 
vestments. Events which may trans- 
pire among neighboring exchanges 
during the next five years may be as 
important to us as those within the 
confines of our own exchange. 

Where a company operates clusters 
of exchanges, the problem of inte- 
gration and coordination is somewhat 
more complex. All of the aforemen- 
tioned questions apply. 

In addition, the relationships be- 
tween the company's own exchanges 
are equally important. Can efficiency 
be achieved through the consolidation 
of toll handling and DSA perform- 


ance at centralized locations. com- 
positing the needs of several ex- 
changes? If so, where? Are there 
isolated toll lines owned and_ oper- 


ated by other entities hauling traffic 
unnecessarily between a single com- 
pany s own exchanges ? 

Are 


own exchange plant meets at a com- 


there situations where your 
mon boundary yet some other com- 
pany hauls substantial interexchange 
Are 
toll routings most direct, or are they 
Are 
existent non-compensatory and illogi- 
toll or free 
routes which might be converted to 
routes? What is the 


best plan for lone range expansion 
| | 


toll traffic between these areas? 


undesirably circuitous? there 


cal short-haul service 


extended area 
and erowth? 
The immediate and expedient solu- 
tions oftentimes are the source of 
new problems rather than the answers 
to basic ones. All of the other aspects 
which might be embraced in the terms 
“coordination 
These 


connecting 


“integration” and 
taken 


the spotlight on 


need be into account. 
throw 
company relationships and the mutual 
study of common problems with our 
industry neighbors. 

To help solve these problems, the 
spirit of fraternity and neighborli- 
ness fortunately extends throughout 
our industry. | am sure that we are 


suggesting pleasant undertakings and 


1958 TELEPHONE ENGINEER & 





J. T. NAYLOR 


no impositions when | recommend 
that the smaller companies, who may 
seek 


the engineering staffs of the larger 


be uncertain of solutions. out 
companies and obtain counsel and 
advice from reliable sources, prefer- 
ably within the operating industry. 
This may produce major savings and 
minimize future regrets: certainly it 
will engender initial confidence. 

The area coverage ideal also in- 
troduces many serious problems for 
companies serving vast areas such as 
Wisconsin. 


sources which should not be overlook- 


There are technical re- 
ed in the planning of universal ex- 
change service coverage. 

Subscriber line carrier equipment 
is approaching practical perfection. 
the costs and 


materially reducing 


problems of — extending — service 
throughout the countryside. Similarly. 
satellite pole-mounted dial units and 


dial 


mav be recommended where clustered 


small community installations 


rural demand is found. The econo- 
mies of reduced trunking facilities to 
a principal exchange should be ev- 
situations. Buried 


amined in these 


cable plant may be practical, mini- 


mizing weather exposure of aerial 
plant and in some cases reducing 
initial access investment. 

In this technical sphere of our plan- 
hazard 


ning. | feel that our biggest 


Please turn to page 28 
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Most metallurgists and product 
design engineers are aware that 
laboratory corrosion tests have 
relatively little quantitative sig- 
nificance in terms of predictable 
service life. The only valid con- 
clusion which may be drawn 
from such tests is that the partic- 
ular samples tested had a certain 
relative resistance to the specific 
corrosive environment in which 
they were placed. 

Nevertheless, corrosion proof - 
testing is considered an essential 
phase of product quality control 


» at the Preformed Research and 


Engineering Center. In addition to 
conventional raw material quality 
control procedures, observations 
of relative corrosion rates are also 
made On finished products. As an 
example of objective performance 
standards used, Preformed Guy- 
Grip dead-ends are required to 
have corrosion resistance exceed- 





ing that of the strand for which 
they are designed. To assure 
compliance with these minimum 
quality standards, samples taken 
routinely from production are 
applied to strand specimens and 
exposed to a severe corrosive en- 
vironment under closely controlled 
laboratory conditions. Periodic 
inspections are also made of 
field test specimens instalied at 
locations throughout the country 
which are considered to be repre- 
sentative of extreme marine and 
industrial contamination. This 
constant laboratory and field sur- 
veillance has undoubtedly been 
largely responsible for the fact 
that there has never been a report 
of a Preformed Guy-Grip dead- 
end having failed in field service 


due to corrosion. 
Wl... 


Jon R. Ruhiman, Vice President 


Research and Engineering 
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STROWGER 
across 
the nation 


“LINCOLN, 

THE DEBATER"' 
In beautiful Taylor ; sf 4 hae ‘ , ; . 
Park, in the outskirts te wee is bo lis ; ‘@ oe Fae © ae . 
of Freeport, Abraham et : —— ys a 2 al 
Lincoln stands as an |, MBE 7 fe Beh 7 ee Higa «5, Ale: 
inspiration to today’s iRise coat uf nna 
children. The statue 
was erected to com- 
memorate the historic 
debate between Lin- 
coln and Stephen A. 
Douglas on August 27, 
1858. This summer, 
Freeport will celebrate 
the 100th anniversary 
of this famous event. 


FREEPORT, ILLINOIS 


Rugged individualism still flourishes in this historic city where 
Lincoln & Douglas once debated critical issues before an angry nation 


In the heart of America’s dairyland, 118 miles north- Freeport, the Stephenson County seat, has a popu 
west of Chicago, lies the charming city of Freeport, lation of 25,650. It serves a trading area of abou 
Illinois—headquarters of Northwestern Telephone 85,000 people. Each day—Automatic Electric step 
Company. Few cities can equal the beauty of Free- —_ ping switches work behind the scenes to give thes: 
port’s city park system. In addition to eight city | people dependable, low-cost telephone service. Yes 
parks, there are several state parks within a few Freeport is another success story of STROWGE! 
miles from town. ACROSS THE NATION. 
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OVER $24,000,000 WORTH of agricultural products NORTHWESTERN TELEPHONE COMPANY recently erected 
were sold by Stephenson County farmers last year. this modern building as headquarters for its 16 exchanges. The 
These include dairy products, small grain and hogs. structure also houses the Freeport business office and exchange. 


The Freeport exchange, with a total of 14,190 lines, was converted 
to dial service in March, 1958. Northwestern chose Strowger 
Automatic equipment to make its conversion. 


INSURANCE 
CAPITAL OF 
THE MIDWEST 


Seven insurance com- 
panies have home 
offices in Freeport! 
Three, including the 
Freeport Insurance 
Company (shown 
above), have installed 
Automatic Electric 
P-A-B-X systems to 
improve their commu- 
nications. 





K. L. SCHROEDER (right) general 
manager, Northwestern Telephone 
Company, shows a visitor the historic 
spot where Lincoln and Douglas de- 
bated in 1858. The monument was 
erected by the Freeport Women’s Club 
and dedicated by President Theodore 
Roosevelt in 1903. 





She Ssieeeciecios 
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AN EXCITING MOMENT. Just 
before the Freeport exchange was 
converted to dialserviceon March 
30, 1958. Sharing in the excite- 
ment were (left to right) Raymond 
Alter, manager, Intra-State Tele- 
a phone Company, Galesburg, 
Illinois; K. L. Schroeder, general 
manager, Northwestern Tele- 
phone Company; J. G. Hardy, 
1 secretary of the Illinois Telephone 
Association; and Roy Savage, dis- 
trict sales manager, Automatic 
Electric Company. 


‘ AUTOMATIC ELECTRIC 


NORTHLAKE, ILLINOIS 
subsidiary of GENERAL TELEPHONE 
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NYLON SWITCHBOARD 
and 
OPERATORS’ CORDS 





STRAIGHT 
NEOPRENE- NEOPRENE- 
JACKETED JACKETED 
INSTRUMENT RETRACTABLE 
CORDS CORDS 
NEOPRENE 

HANDSET CORDS WITH 

MOULDED STRAIN 3 

RELIEFS 4 


We pride ourselves on two things 
... making only the highest quality 
cords—and, making prompt de- 
liveries . . . a combination which 
spells complete customer satisfac- 
tion! Why not give us the oppor- 
tunity to prove these points to you. 


wy 









A phone call, wire or letter 
will bring you a catalog, 
samples and prices. 


COMMERCIAL CORD 
AND SUPPLY CO., INC. 


CLIFTON SPRINGS, N. Y. 
Phone: HOward 2-5111 
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is a closed or lazy mind. Another way 


of putting it would be to say that our 


satisfaction with stereotyped service 


techniques, although they may _ be 


tried and true, have chained us to 
obsolescence because of the advent of 


new methods. 


It has 


such 


been my impression that 


conventions as these and the 
trade press perhaps serve their most 
constructive role through enlarging 
our perspective and understanding of 
new techniques. It is not appropriate 
that we should be gadget-minded o1 
enthusiastic about 


every prospect 


demonstrated to us or featured in 


advertising. but everything presented 
to the field is entitled to an interested 
hearing and analytical study. The 
practical and the economical should 
be seized upon and applied. 

This is a vast subject with sub- 


stance for many interesting details 


which can only be supplied through 


Association meetings. professional 


conferences. and devoted study. | 


feel that any telephone management 
which does not avail of these facili- 


ties with an open and aggressive 


mind errs. {dapted from a paper 
presented at the 1958 convention o} 
State Tel 


the Wisconsin {ssoc. 


“Responsibilities of Maturity” 
By SPENCER B. EDDY, 


Commissioner, 


New York Public Service Commission 


F WE REFRESH our minds as to 

the situation at the end of World 
War II, we will remember that equip- 
ment had been unavailable during the 
war years, that a large portion of the 
telephone plant in New York was ap- 
proaching the end of its useful life. 
that there was a tremendous demand 
not only for new telephones but for 
better service and many of us thought 
that the most serious problem was 
the obtaining of adequate financing 
for the expansion which we all knew 
was ahead of us. 


Today, many of the problems 


which seemed so serious then have 


largely disappeared financing, for 
example. Any well managed company 
ratio 


with a reasonable equity can 


borrow from commercial sources all 
the funds that it 


struction program: and for those who 


needs for its con- 


have microscopic equity the REA is 
available. 
REA is ac- 


cused of overengineering a job. that 


True. sometimes the 
they think vou need a three-ton truck 
to pick up the money when it looks 
as if all the money you need could 
he carried in a station wagon. Service 


has improved immeasurably. 


TELEPHONE ENGINEER & 


In talking with representatives of 
other regulatory commissions and 
with leaders in the Independent field 
in other states, | find that many of 
the problems which they regard as 
of supreme importance today are mat- 
ters which, in the main. have been 
solved in this state some years ago. 

[ might go further. The job is by 
no means completely done. There are 
unquestionably some companies rep- 
resented here today that will not he 
in existence 10 years from now and. 
in some cases, do not deserve to be 
in existence at the present time. Not 
all of your problems are solved. They 
never will be. New problems constant- 
ly arise. 

As many of us know. the problems 
of adolescence and old age are not 
the same. | suppose what | am going 
to say has to do with problems. | 
prefer to call them responsibilities. 
The tremendous business growth and 
improvement in the Independent tele- 
phone industry is an indication of 
maturity, and maturity brings certain 
responsibilities. As a youth matures 
it may be hard for him to recognize 
ceases [to 


any definite date when he 


be a boy and becomes a man. it may 


MANAGEMENT 





Here’s why we're selling 


lots of Copperweld 


SOLD BY 
LEADING DISTRI 
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TELEPHORE LINE WIRE 


LOW COST The initial cost of O-Eighty-Thirty is 
practically the same as ordinary wire. And when the 
installation factor is considered, the overall cost of the 
O-Eighty-Thirty line is less. This has been confirmed 
by many companies. 


PEAK PERFORMANCE O-Eighty-Thirty Telephone 
Line Wire provides excellent conductivity, complete 
rust-resistance and permanent high strength. It is ideal 
for long spans on both voice and carrier circuits. As a 
result, subscriber loops and secondary toll lines will 
perform better, last longer, require less maintenance 
and cost less over the years. That’s why more and more 
telephone lines are being built with O-Eighty-Thirty. 


Write us today for prices and engineering data. 
COPPERWELD STEEL COMPANY 


WIRE AND CABLE DIVISION Glassport, Pa. 
For Export: COPPERWELD STEEL INTERNATIONAL COMPANY, New York 
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THE 


BOOTHETTE* 


Used Internationally To Produce More Revenue At A Lower 
Cost. Designed By The Telephone Industry To Produce Results, 
It Is The Highest Quality, Most Complete, Lowest Cost (point 
for point) Outdoor Or Indoor Telephone Station Available. 


LITERATURE TO HELP YOU 


8 PAGE BROCHURE: Shows 4 in- 
stallations, gives complete speci- 
fications, details all installation 
instructions, including wiring, 
grounding and mechanical. Com- 
plete ordering information. 

10 PAGE TYPICAL LOCATIONS 
AND INSTALLATIONS: Details 8 
drive-in and walk-up locations 
with photos of installations. Has 
6 additional! installation photos. 
Spells out 15 important facts 
about coin telephone installations. 





Don’t be fooled 
by recently de- 
veloped Drive-up 
pay stations that 
are already 
obsolete. 

Write GLADWIN 
for Proof and 











Phone or write 
today for our 
2 Brochures 
plus Price List. 
Get the Facts 


the Facts. and you'll 
The BOOTHETTE get the 
does not require BOOTHETTE 


a specially mod- 
ified telephone! 


WANT TO KNOW actual rev- 
enue returns? Companies us- 
ing the BOOTHETTE? New 
sources of revenue with Drive- 
up coin telephones? How to 
get coin stations on city 
streets? How to service tem- 
porary locations? PHONE OR 
WRITE GLADWIN TODAY! 


Only The BOOTHETTE Makes The Phone Viewable From All 
Directions, Has Adequate Lighting And Signing Built-in, Is 
So Maintenance Free. 


Write or order thru your supplier or direct. 


GLADWIN PLASTICS, INC. 


165 Courtland St., N. E., Atlanta 3, Ga., JAckson 5-5384 








be much easier for an outsider to 
recognize the symptoms of maturity. 
and it is for that reason that | am 
speaking to you as | am. 

Many of the companies which you 
represent are the product of the 
thought and energy of one man. Many 
of them are still operated and 
operated successfully by family 
groups. As you increase in size and 
your problems become more complex 
one-man operation becomes less and 
less possible. Obviously, a million 
dollar business cannot be run under 
one man’s hat irrespective of his abil- 
ity. With a one-man operation in a 
small company it might be perfectly 
possible to keep the records of pole 
line construction in the head. With 
the majority of the companies repre- 
sented here that is no longer possible. 

What I am trying to say is that 
with growth and maturity the rules 
of your youth can no longer be blind- 
ly followed. Because you are in the 
main a mature industry. you will be 
held to a higher degree of responsi- 
bility’ not alone by your customers 
and by those to whom you must turn 
for financing, but by regulatory au- 
thorities as well.—-ddapted from a 
paper presented at the 1958 conven- 
tion of the New York State Telephone 


Association. 


Selling” 


By KENNERLY WOODY, 


Vice President, Public Relations 


Vew York Tel. Co. 
T’S FINE to be back at selline 


again. That was a long stretch of 
years the “Os and early “50s 
when it was folly to try to sell. Some- 
times it was hard even to do a sound 
servicing job. There are thousands 
of telephone people on the job today 


who don’t even remember when we 


had to sell. I used to wonder and 
worry — whether we had lost the 
knack. 


Getting back into selling was at 
first a slow process. In the New York 
company, for example, we couldn't 
start advertising long distance serv- 
ice until 1954. When attempting full 


Please turn to page 32 
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Blaw-Knox Towers play 
major role in expansion of ee = 
Florida Telephone Corporation soul a WINTER 


GARDEN 
As part of a long-range company expansion and improvement 
program, subscribers of Florida Telephone Corporation now 
get better, more reliable toll service . . . thanks to new Micro- 
wave Carrier equipment, operating from five Blaw-Knox 
Microwave Towers. The complete Microwave Carrier System 
was engineered, furnished and installed by Lenkurt Electric 
Company and Automatic Electric Sales Corporation. 
‘onstantly improving customer service, while keeping a 
tchful eye on operating economy, has proved a successful 
growth formula at this Florida utility. In the last ten years, 
their total telephones-in-service has jumped from 9,000 to 
rly 35,000 and the curve is still going upward. At the 
present time, the company is operating 18 exchanges and 5 
su)-exchanges in 8 counties. 
e’d like to help you plan better service for your customers. 
C’ inces are Microwave is the best answer to your expansion 
lems. Write today for our new informative Microwave 
T ‘r Booklet 2538 which illustrates Blaw-Knox Microwave 
T« ers and describes Blaw-Knox tower engineering, design, 
ation and erection services. 


= B AW-KNOX COMPANY 


Bi »-Knox Equipment Division, Pittsburgh 38, Penna. 


Mi OWAVE TOWERS Blaw-Knox builds guyed and self-support- < 8 
I e towers for Microwave, AM, FM, TV, Radar, Communica- >. -_< = 
o .. Transmission Towers . . . Special Structures. All custom ~ 2» ’ wy, --~ — 


bi oO meet your requirements. eo > 
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EXTRA LONG SPAN RURAL LINES 


The NEW LOWER Resistance 
Extra-High Tensile Line Wire 


Longer Spans Mean 
Lower Costs Per Mile 


You can cut the number of pole structures to a 
minimum when you use Crapo HTL-195 in building 
rural telephone lines. Extra long span construction, 

made possible by the high physical strength of this 
new wire, means marked savings in 
material and installation costs. 





The voice transmission quality of Crapo 
HTL-195 is equal to that of Crapo 
HTL-135 and superior to older 
grades of ferrous wire. 


Pertinent technical data have been 
prepared to assist engineers in 
designing and building extra long 
span lines with Crapo HTL-195. 


WRITE TODAY for FREE COPY 
of the CRAPO HTL-195 
“Manual of Engineering Data’’ 
No. A-195 


| N D | A N A STEEL & WIRE COMPANY, INC. 


MUNCIE, INDIANA 
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| scale merchandising, we found we 


had to proceed with caution. 

The recession gave us the needle! 
The result has been fine. Our tele- 
phone folks after nearly two de- 
cades are quickly rediscovering 
the art of selling. What’s more. 
they're finding they like it! 

Our all-out plans for stepping up 
the sales effort were drafted shortly 
after the first of this year. General 
conferences were held in the plant 
and commercial departments, dealing 
with the “whys” and “hows” of sel- 
ling. At the same time, we began 
stepping up our sales forces by trans- 
ferring in people from other depart- 
ments. 

Our division and district folks took 
it from there and by the end of 
March the program seemed to catch 
fire. Training in sales techniques was 
intensified. Plant men were set to 
ringing doorbells in high rent neigh- 
borhoods. Business office representa- 
tives were instructed to try to sell ad- 
ditional service, if possible. on all 
contacts even when a customer 
made a complaint. 

These efforts were backed up with 
an advertising campaign, special dis- 
plays of telephone equipment, articles 
in the company magazine and othe1 
promotional activities. 

A special effort has been made to 
prevent disconnects, and it has borne 
immediate fruit. In the upstate areas 
during April and May, the outward 
station movement has actually been 
four per cent lower than during the 
boom period last year! 

We began an extensive program of 
cold canvassing of special groups. 
concentrating on selling “complete” 
telephone service. In the course of 
this we discovered a most underpriv- 
ileged group probably the only 
sroup of women in the world who 
constantly are crowded off the tele- 
phone by their husbands! They were 
doctors’ wives and you'd be sur- 
prised how many jumped at the 
chance to get a second line. Sales 
jumped too. of course. 

Enthusiasm, plus bood planning 
and organization helped push overall 
sales of telephones and equipment up 
from $4.5 million in annual value in 


Please turn to page 70 
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(Continued from page 18) 


earning at the “confiscatory” level 
of 414%, that 


in today’s economy, as government 


declared “Especially 
itself has been urging, every effort 
should be made to keep companies 
strong and healthy so they can take 
new risks, increase productivity, sell 
more goods, and employ more peo- 
ple. The Commission's action works 
against this goal. There is no for- 
mula for pushing profits down with 
one hand and pulling business up 
with the other” 


FCC Advises Chairman Celler 
“No Investigation Warranted” 

N ANOTHER area of rate regula- 

tion, the interstate public message 
telephone field, the FCC has advised 
Chairman Emanuel Celler (D.. N.Y.) 
of the House Judiciary Committee 
that a general investigation “at this 
time with respect to the overall level 
of interstate rates and earnings is 
nol required or warranted.” 

Readers will recall that Chairman 
Celler, during the recent hearings by 
his committee into the January, 1956, 
Bell System antitrust consent decree, 
called on the Commission to institute 
a general rate investigation, and sent 
staff members to see FCC Chairman 
John C, the de- 


mand, 


Doerfer and press 
The Commission did not make its 


reply generally public. but it’ was 


made available, exclusively among 
the press, to the writers of this col- 
imn in view of an earlier request. 
Vr. Doerfer said that the FCC “has 
arefully reviewed the current status 
‘| the Bell System’s interstate earn- 
ngs,” and that the decision that an 
verall rate review is not warranted 
as “based on that review, which 
cluded consideration of the great 
imber of factors involved.” 
The Commission went on to state 
it “We shall, of course, continue 
r practice of maintaining a con- 


uing surveillance over these mat- 
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ters. You may rest assured that the 
Commission will promptly take ap- 
propriate action by formal proceed- 
ings or otherwise as may be neces- 
sary should the circumstances indi- 
cate that such action is required in 
order to protect the interest of the 
public in just and reasonable. tele- 


phone rates.” 


The letter. 


the Commission 


dated the day before 
issued its private 
line telephone rate reduction order, 
added that “You are aware that for- 
mal proceedings have been pending 
for some time before this Commission 
involving the rates and earnings of 
the Bell System and Western Union 
applicable to their private line earn- 
ings. These proceedings are afford- 
ing the Commission an opportunity 
to review general ratemaking  prin- 
ciples and policies in the telephone 
field, and may result in rate adjust- 
ments for private lien services.” 

By Roland Davies and Fred Henck, 


of “Telecommunications Reports.” 


Committee Suggests “No Modifications 
Be Made In Telephone Lending Law” 


N A FORMAL summary statement 
of their meeting in Washington 
May 12-13, the Telephone Advisory 
Electrification 
A. Hamil said 


last month that eight years of experi- 


Committee to Rural 


Administrator David 


ence with the REA telephone law “has 
satisfactorily proven the adequacy of 
the plan enacted by Congress.” and 
“We take this opportunity to suggest 
that no modification of the present 
act be made.” 

Apparently the suggestion that no 
change be made in the law was in 
reference to legislative proposals by 
the Eisenhower administration — to 
change the method of financing the 
REA program. 

The committee recommended that 
“REA initiate and proceed with a 
nationwide survey to determine the 
location of unserved 


quantity and 


rural establishments, prospects — of 
erowth, and financial requirements 

provided that industry-wide co- 
operation is obtained to facilitate 
the task. The committee does not in- 
tend that present loan and engineer- 
ing personnel be diverted from their 
present assignments due to this job, 
that 


association personnel and other in- 


but rather national and_ state 
dustry people be enlisted to assemble 
the data. We further recommend that 
the data accumulated and the infor- 
mation so developed be compiled by 
REA and made available to the tele- 


phone industry.” 


Regarding area coverage, the com- 
mittee recommended that “telephone 
systems plan and construct rural tele- 
phone exchanges on an area coverage 
basis. We urge that state associations 
and other groups and organizations 
encourage and assist telephone com- 
panies and cooperatives to aid them 
in the development of such a_pro- 
scram. The committee recognizes that 
urea coverage necessitates adequate 
planning and, in some instances, con- 
solidation of small operating units.” 

The group also said that the REA 
telephone program is being admin- 
“in a satisfactory manner.” 
that it 


changes in basic REA policies to ree- 


istered 


and commented has no 


ommend. It endorsed the establish- 
ment of the course in telephony tech- 
Technical 


nology by the Southern 


Institute, Chamblee, Ga. 


Boshart Elected Pres. 
Nebraska Pioneer Group 

KENNETH J. Boshart. Lincoln. 
Neb.. has been elected president of 
the Frank H. Woods Chapter of the 
Independent Telephone Pioneer Asso- 
ciation. He succeeds Ernest Royce of 
Lincoln. 

Other officers elected were Clara 
Jones, vice president; Florence Tat- 
man, secretary; and Robert T. Ross. 
treasurer. Melba Richards and A. L. 
Ager were elected as members of the 
executive committee. All are of Lin- 


coln. 


TELEPHONE ENGINEER & MANAGEMENT 33 








E> Tee 





| HAD THE BOSS UP A POLE... 


“He knew all about the operating advantages of polyethylene coated wire . . . but | took him up 
and showed him why / liked it and why it’s saving the company even more money than he figured.” 


In the past 12 years polyethylene covered line wire and 
cable have chalked up outstanding service records for 
utilities. But some of the best reasons for using poly- 
ethylene coatings don’t turn up in operating statistics 
—they come from the men whose job it is to install and 
maintain the lines ... Reasons such as these: 


Polyethylene Is Easier to Install 

It’s free stripping, yet has excellent adhesion and will 
not ruffle over cross arms. It’s clean to work with and 
its surface is “slippery” too. Polyethylene coating is 
lighter than other types of covering ... it handles easier. 


Polyethylene Covered Line Wire Saves Outages 
Polyethylene forms a complete and permanent covering 
over line wire. That means fewer outages from contact 
with trees, wind-blown swinging wires and foreign 
objects. Smaller diameter polyethylene coatings offer 
less wind resistance above ground. Lighter weight can 
be an advantage, too, in ice storms. 

In field servicing ... in over-all performance and 


service life—polyethylene has proved its superiority in 
wire and cable applications such as these: 

Line wire covering Control cable insulation 
Power cable dielectric and jacket 
Communication cable 
insulation and sheaths 
Corrosion protection for 


Tree wire covering 

GTO (Neon Sign) Cable 
Coaxial Cable metal sheaths. 
WD-1 Infantry Field Wire TV Lead Wire 


When you order polyethylene covered wire and cable, 
ask your supplier about the superior weather and stress 
crack resistance of polyethylene made with PETROTHENE® 
polyethylene resins. PETROTHENE quality costs no more. 


| 
| 
| 
! 
| 
| 
| 
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Division of National Distillers and Chemical Corp. 
99 Park Ave., New York 16, N. Y. 
Branches in principal cities 


Makers of PETROTHENE Polyethylene Resins 
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—-- EDITORIAL-————— 
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“Public Interest Profit” 


UST A FEW weeks ago we noted some news- 

papers had become editorially critical of ef- 
forts of their local telephone companies to ob- 
tain rate increases. 

At that time our review of newspaper clippings 
indicated one editor, noting the expansion plans 
of his telephone company, had commented 
that “a company spending so much on expan- 
sion and improved service was making money 
faster than a U.S. mint and had no real need 
for higher rates.” 

That was the general tone of newspaper clip- 
pings a few weeks back. But here of late we’ve 
noticed editors are taking a new tack: Now their 
argument against telephone rate increases centers 
itself around the recession and some editors are 
saying — “since the country is experiencing a 
recession the telephone company should be pa- 
triotic and forget about increasing rates!” 

This argument repeats itself over and over 
again in newspaper clippings now crossing our 
desk. Now we have no argument with patriotism. 
We'd like to see more of it. But we believe call- 
ing a telephone company unpatriotic when it re- 
quests incerased rates while the country is in a 
slight recession is carrying patriotism quite a 
few steps beyond the “Pledge of Allegiance.” 

Such thinking, we believe, ignores many 
things: Mainly it ignores the fact that if the 
telephone company held its present rates in the 
face of rising costs — labor costs, material costs, 
and equipment costs — that so-called patriotic 
gesture just might be the most unpatriotic act 
ever performed by the telephone company. 

We say this because we firmly believe today’s 
requests for rates that will produce good tele- 
phone earnings are not self-serving requests. 

Actually good earnings for the telephone busi- 
ness are good for everybody involved in the tele- 
phone business — and just about everybody is 
involved in the telephone business these days, 
either as an employe, a stockholder, a supplier, 
or a subscriber. 

As we see it the rates telephone companies are 
isking are part of their efforts to produce the 
kind of profit that will enable them to do more 
than just get by. 

Really the telephone companies are seeking 


a public interest profit — a profit that will en- 
able the companies to plan and act for the long 
pull with good earnings that will provide inves- 
tors with the incentive and confidence needed 
to keep them providing the capital that will make 
for better and cheaper service in the future. 

Telephone industry members know the way 
to good service and long-range economy re- 
volves around their ability to plan to meet all 
public demands with an adequate supply of the 
best possible equipment. They know it is cheaper 
in the long run to put in cables with enough low- 
cost circuits to handle future growth than it is 
to string single circuits year by year. 

Also, they know if there is not enough money 
to put in the cables, the single circuits become 
as inevitable as they are uneconomical. 

Those who are waving the American flag at 
rate-increase-seeking companies need to obtain 
a better understanding of such facts. Unless such 
facts are understood by all members of the pub- 
lic the day may well come when the nation’s 
telephone companies will be forced to make 
piece-meal and emergency additions to plant that 
are controlled not by the needs of the service 
but limited by lack of funds. Such measures can- 
not result in either the increased quality of serv- 
ice or the economy which a soundly planned 
growth can accomplish. 

For a telephone company to stand still and 
become a problem company because it held its 
rates low while costs soared would not be a 
patriotic move. It might well be a move that 
would upset the company plans to make tomor- 
row’s telephone bill buy more and better tele- 
phone service. 

The effort of a telephone company to obtain 
a public interest profit is a necessary effort. 

In the final analysis it is merely an effort of 
the company to adjust its prices to meet today’s 
costs. That effort requires a request for only 
what is in the public interest — rates that will 
produce a profit that will enable the company 
to plan and act for the long pull and serve its 
subscribers in a nation where only the best tele- 
phone service is good enough .... If there’s any- 
thing unpatriotic about that we need a new dic- 


tionary! 


(The foregoing editorial, although copyrighted, may be reprinted in whole or in part 
without charge, provided credit is given this publication and a copy of such reproduc- 
tion is filed with this publication. This legend need not appear on the publication.) 
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@ DURABLE...You get exceptional strength in Stromberg- 


Carlson telephones, proved by repeated laboratory tests 
and reports from subscribers. The housing is made of 

a tough thermo-plastic that combines great strength 
with light weight. It retains its lustre almost in- 


definitely. Extra-tough number plate and finger wheel 
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take lots of abuse...dial mechanism is rigidly 


mounted to keep moving parts perfectly aligned under 


‘ough usage. Rugged engineering keeps your maintenance 
osts to a bare minimum. Another reason for standard- 
zing on Stromberg-Carlson instruments. 
TROMBERG-CAR LSON A DIVISION OF GENERAL DYNAMICS CORPORATION 
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ELECTRONIC AND COMMUNICATION PRODUCTS FOR HOME, INDUSTRY AND DEFENSE 





OPALON 1101, ‘‘engi- 
neered” for primary insu- 
lation of switchboard cable 
by high resistance to cut- 
through, and excellenr de- 
formation resistance. 


YOUr SOUTCE for “engineered - vinyl telephone insulation compounds 


Communications wire and cable manufacturers like the “engi- 
neered” choice offered by the Monsanto Opalon series of vinyl 
compounds, designed and developed for individual application 
requirements. 

For example: Opalon 1101, a semi-rigid vinyl compound for 
primary insulation of switchboard cable. Resistance to both cut- 
through and deformation: excellent. High gloss, smooth surface, 
great ease of extrusion, excellent heat stability and insulation 
properties, available in a broad range of colors. 


Monsanto also offers a broad line of polyethylene insulating 


compounds. When you want a specific answer to an insulating 


problem, call in your local Mon- 
santo representative. Write for com- 
plete technical data on Opalon vinyl] 
compounds and polyethylene com- 
pounds to Monsanto Chemical Com- 
pany, Plastics Division, Room 469, 
Springfield 2, Mass. 
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BUILDING THE MANAGEMENT TEAM 


By DAVID L. 


HARRINGTON * 


“Our businesses have grown faster than we realized and most of us have done 


little about building replacements for ourselves and the others who will 


soon retire, or to meet the growth that lies ahead of our companies.” 


i EGARDLESS of what you think or know about the 

subject. organization or management development 
is one of the hottest subjects in business today. You 
might assume from the many books, pamphlets and 
irticles written, and the many business seminars and 
conferences being held on this subject. that it is some- 
thing new. The only thing new about organization de- 
velopment is that the rapid industrial expansion of the 
past 10 years has brought us face to face with the fact 
that our businesses have grown faster than we realized. 
nd that most of us have done little about building re- 
placements for ourselves and the others who will soon 
etire, or to meet the growth that lies ahead of our 
ompanies. 


We have very carefully set aside depreciation reserves 


Vr. Harrington is chairman of the board and chief 
vecutive officer, The Reuben H. Donnelley Corp., Chi- 


OQ 


So. 


to buy new equipment and plants. but few of us have 
spent the money, time, and effort necessary to build a 
satisfactory inventory of potential management person- 
nel. 

We have all known of tragic failures in individual 
businesses, and perhaps in an entire industry, simply 
hecause the challenge of keeping products or services 
ahead of competition and in tune with changing condi- 
tions was not met. And if we have seen businesses fail 
for these reasons, how many cases do you recall where 
sound and profitable businesses have folded up because 
no one had taken the precaution to develop manage- 
ment personnel capable of carrying on the business 
when. as always must happen, those people at the top 
pass on. 

The financial pages of most of the daily news- 
papers and the business publications that we read 
are full of news about what companies are doing to 


reduce costs and effect major economies in the face of 


YOUR JULY 15, 1958 TELEPHONE ENGINEER & MANAGEMENT 39 








the business recession that nas resulted in almost five 
and one-half million unemployed. These are times when, 
in an attempt to reduce costs, you find company after 
company abandoning programs started during the lush, 
soft vears that everyone enjoyed prior to the middle of 
1957. 

| am certain many management development pro- 
grams started during the last five years are now being 
abandoned. And [ doubt very much if many companies 
are making plans to initiate such programs in the next 
few months. 

Many of these situations are due to the fact that top 
management of these companies was never really sold 
on the program and, consequently, the management 
development program in such companies never had a 
real opportunity to prove its true value and is, there- 
fore. something that can be thrown into the ashcan 
very easily. 

[fam proud of the fact that this is not the situation 
in our company, and that our management at all levels 
continues to support our management development pro- 
gram enthusiastically. 

Now let no one get the idea that business is so 
ood with us that we don’t need to reduce costs where- 
ever it is practical to do so. As a matter of fact, we are 
taking a good second look at every dollar we spend to 
make certain those dollars are being spent wisely and 
with the greatest possible return to the company. 

In spite of the need to economize wherever possible, 
it is my opinion that with business getting tougher and 
with sales harder to make, it is more important than 
ever before that management understand the techniques 
necessary to get the best results from the people report- 
ing to them that through working with them and 
counseling with them, management is able to help them 
overcome their weaknesses that they are made more 
productive salesmen and saleswomen. 

It is more important than ever before that manage- 
ment be expert in conducting meetings and conferences 
with the people reporting to them so as to save their 
time and thereby allow them as much productive time 
on their jobs as possible. Management has no right to 
waste the time of sales people who only earn when 
they sell. 

One of the chief reasons why there is no thought 
in our company of curtailing any part of our organiza- 
tion development program lies in the fact that it was 
carefully and thoroughly thought through and planned 
with the aim of creating something that would be per- 
manent and which would not be thrown overboard the 


moment a business recession appeared. 


“Introducing The Program” 
HERE ARE several basic conditions desired in in- 
troducing a management building program to any 
organization. The first is to review conditions which 
facilitate acceptance of management development. My 
candid observation is there is not a great deal of re- 
sistance once the purposes of management development 


are understood. However. there are some desirable con- 
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ditions which, if present, substantially assist one in 
starting an organization development program and 
developing it smoothly and effectively. Some of these 
are familiar, but emphasis is necessary because they are 
so important. 

The first condition is the need for the support, 
participation, and leadership of the chief execu- 
tive officer in the “Organization Development 
Program.” Heavy emphasis is placed on the words, 
“Participation” and “Leadership.” 

Incidentally, in the Reuben H. Donnelley Corporation 
we don't call ours an “Executive Development Program.” 
For psychological reasons, we don't like the implication 
that executives need development; we do like the im- 
plication that the organization does need development. 
It’s just a change in wording, but we think it has some 
significance to get away from the emphasis on “De- 
veloping Executives.” 

In the same way, we are trying to avoid the use of 
the word, “Appraisal.” or “Evolution.” although these 
terms are used in this paper because they are in common 
use. Psychologically. “Performance Review.” or “Pro- 
eress Review.” are better terms. 

Now in our case, support by the chief executive of- 
ficer is no problem for | consider it one of my major 
responsibilities to stimulate the development of people. 

The second condition frequently cited as de- 
sirable is a High Position level for the man in 
charge of organization development work. \Iy 
own feeling is that his exact title is not important, but 
| do feel he should report to the chief executive officer. 
This is not to say one cannot do effective organization 
development work at a lower level, but if the object is 
a company-wide plan, it is obvious the person in charge 
should be located near the top. In our own company. his 
title is “Vice President, in charge of organization de- 
velopment.” 

As to the person appointed as the organization de- 
velopment officer, | think it is generally preferable to 
select him from within the company rather than go out- 
side to a university or another business. When you can 
turn within the company and find a mature man who 
has risen from the ranks, is well accepted, respected for 
his judgment, intellectually curious, and adaptable to 
staff, work 


acteristics 


if you can get a man with these char- 
my inclination is to use him in preference 
to turning to an outside source. A man of this type has 
no particular problem in acquiring knowledge and _ skill 
in the field of organization development as such. and 
the company saves the leager “in-training” time re- 


quired for an outsider to know the company. 


“The ‘Honeymoon’ Period” 

[' YOU ARE GOING into an organization develop- 
ment program, be sure to set up the situation in 

advance so as to make full use of what I call the “//oney- 

moon Period.” 1 don’t know how long this period lasts in 

a given company. but the use made of the early months 

is vitally important to the program's long-run success 


It seems to me. a new person going into this position 
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in an organization should insist upon a period of ob- 
servation, say three to six months, in which he does 
nothing but: 

(a) Circulate in the organization to interview people 
al every level of management. These are primarily listen- 
ing sessions during which he ascertains their feelings, 
interest. and opinions on the subject of management de- 
velopment, as well as gains their suggestions and reac- 
tions to any tentative plans he has. 

(b) Also. I'd advise taking time to examine the pro- 
erams of other companies. In this connection, it ts im- 
portant to talk to men in both staff and line positions 
fo get their respective points of view. In our case. this 
experience was helpful in avoiding pitfalls encountered 
by other companies in working out their programs. We 
actually visited at least 10 companies who were recog- 
nized as being far advanced in this work. 

During this initial period he should avoid reporting 
negatively to the chief executive on any person he has 
interviewed. Obviously, he should report his observa- 
tions. but these should be. at this time. only in terms 
of general conditions upon which his superior can com- 
ment constructively. 

Once the organization development officer acquires 
the reputation of being the “Private Eye” of the chief 
executive officer. his long-range usefu'ness is seriously 
ompromised. His reporting relationships with the chief 
executive officer and with other line officers is always 

delicate matter. and much depends on the personali- 
ties involved. But it is a good rule for him to make 
recommendations initially at the source, and then report 
up the line, and to ask the chief executive officer to 
use his authority only when absolutely imperative on 


an important issue. 


“Undercover Resistance” 
.* IS QUITE natural to expect undercover or passive 
resistance to a newly initiated organization develop- 
vent program. This isn't much of a problem in our 
ompany. One reason for this is the kind of support and 
personal participation | give to the program. | am con- 
‘tantly traveling within the organization and reminding 
cople of the need for self-development. for helping 
hers to erow. and am constantly telling them of the 
‘ture growth possibilities [| see ahead for this company 
d what this can mean to the people who are growing 
th the company. This is a part of my daily activities. 
- a function of leadership. this point of view tends to 
reflected throughout the organization. 
Nonetheless. there is always some undercover resist- 
ce in any organization, One means to meet this is 
nply to understand the reason why a given person 
jects to some aspect of organization development. or, 
leed. to the whole idea. 
"his comes back to the old question of listening. and 
ing to find out what’s behind a statement or reaction. 
ien you understand why a person has reservations 
ut organization development, then if you can in some 
be helpful to him or his unit, you can create or 


ient a relationship there. Basic here. is the organ- 





ization development officer's ability to take a “neutral” 
personal attitude toward negative reactions. and through 
understanding and help, gain acceptance. 

To determine the extent of your organization develop- 
ment problem is quite simple and requires only a few 
fundamental steps: 

(1) Determine as accurately as possible your juture 
management needs based on the growth and expansion 
of your business in the foreseeable future in our case, 
I know that unless the national economy goes into a 
tailspin, the classified telephone directory division oj 


our company will, in the next five years. require 75 


\ er 


. 





“In a fast growing company the search for management 
talent is one of our serious problems.” 

more people in management and 500 more sales person- 

nel to take care of the expansion that will take place in 

this division. In our other divisions direct mail, mer- 

chandising, and business papers substantial expan- 

sion ts also anticipated. 

(2) The second step is to make a thorough inventory 
and appraisal of all present management personnel. 

We, in our company. believe that our management 
performance review, as we call our appraisal program. 
is one of the most important parts of our organization 
development program. In a fast-growing company such 
as ours, and it must be true in your companies. the 
search for management talent is one of our most serious 
problems. The problem is three-fold in my mind. 

First The necessity of finding the people within 
our company, if possible. who are capable of assuming 
greater management responsibilities in the future. 

Second Vaking certain that our search for this 
talent within the company ts so thorough that we do 
not pass over or pass by individuals who have these 
talents but so well hidden that we might overlook them 
with great damage to the morale of those individuals and 
loss to the company due to our failure to use that in- 
dividual properly. 

The third function of the perjormance review ts to 
enable us to pinpoint the shortcomings and development 
needs of the individual, get his agreement. and then 
determine a definite plan of action to get him started on 


the right road. (To be continued in the next issue.) 
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In the more competitive area ahead, when business will be harder 





to get and growth harder to achieve, there will be a greater-than- 


ever premium on efficiency, imagination and downright hard 


work. Part 1 appeared in the July Ist issue of TE&M. 


SELLING for PROFIT 


By O. W. 


“Where Do We Go From Here?” 
_— THE TIME the telephone was invented down 
to the present the long-range goal of our industry 
has been a telephone in every household. This goal is 
nearing achievement. Where do we go from here? That 
is a key question because a new concept of growth and 
service development for the future needs to be formu- 
lated. This new concept very likely will present telephone 
service in a much different and more varied role than 
it plays today. On the other hand, I can tell you posi- 
tively that if our goal of the future simply calls for 
perfecting the services we have today it will amount to 


standing still and will lead to eventual decay. 


One of the basic problems we must face is the fact 
that the public’s present concept of telephone service is 


extremely limited, Changing this. and getting the public 


*Mr. Tuthill is general manager, merchandising, Ill- 


inois Bell Telephone Co., Chicago. 








YOUR JULY 


15, 





TUTHILL * 


to adopt a new concept of telephone service. is a most 
important job on which we all must work together. 

The same lack of sophistication which characterizes 
the public’s thinking about telephone service today once 
also characterized the public’s thinking about kitchens. 
But the kitchen manufacturers have learned that long- 
range success comes, not from staying just one yea 
ahead of the customer, but from being far ahead ol 
him. The customer must be given something to yearn 
for. So every year Mrs. Housewife is tantilized with 
“kitchens of tomorrow.” “electronic kitchens.” and 
kitchens with all sort of fancy names and distinctive 
decors many of them with features that aren't and 
perhaps never will be available on the market. 

Efforts such as this have given Mrs. Housewife a 
new concept of what a modern kitchen should be, so 
that she “just cant stand” her old stove and sink and 
cabinets any longer. 


If we're going to create a new concept of telephone 
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service in the public mind, we, also, must dare to be 


out in front, exciting the public’s imagination and tick- 
ling its fancy. We must not be afraid of having a backed- 
up want for something better. That’s the best asset we 
can have, and if we ever run out of it we are in trouble. 

Almost the ultimate in a new concept is illustrated, 
| think, by the two Hollywood producers who were 
always trying to outdo each other. 

One of them was sitting in his plush office one day 
when the other phoned. “Just called you to try out my 
new mobile phone,” he said. “Here I am cruising down 
the Hollywood Freeway and talking to you at the same 
time.” 

No sooner was the conversation over than the first 
producer buzzed his secretary and told her to have a 
phone installed in his Cadillac immediately. 

Next day the phone was installed and so he tried it 
out by calling his friend who had phoned him the day 
before. 

“Hello.” he said, “I was just rambling around the 
San Fernando Valley and thought I would give you a 
ring on my mobile phone.” 

“Why thanks. old chap.” came the reply, “I’m driv- 
ing to Palm Springs and using my mobile phone too. 
But hold it a minute, will you. I have a call on my 


second line.” 


[ am not advocating such an extreme, but that little 
story does indicate that before we can sell anything 


we first must make people want it. 


Every industry member can help build the public’s 
concept of telephone service, and I hope you are work- 
ing at it and advertising it. One elementary part of the 
new concept is handy phones in color kitchen phones. 
bedroom phones. business phones, phones wherever 
they're needed. What example are we setting? What 
color is the phone in your kitchen? Do customers see 
phones in color in use when they walk into your offices 
to pay a bill? Do you have something new and modern 
on display in your offices? Even if it’s something you 
can't install, its helping build up a backlog of new 
ideas of what telephone service can and should be that 


someday will create a profitable market for you. 


“Vertical Expansion” 
yQ VER SINCE telephone service started, our growth 
has largely been in the form of horizontal expan- 
sion that is, spreading out our facilities to serve 
more and more people. This has been expensive expan- 
sion, involving as it does central office equipment and 
utside plant, in addition to station equipment, for 
very single telephone added. Now a big part of our 
pportunity lies in vertical expansion more services 
n the home or business using basically the same central 
{fice equipment and outside plant. This involves much 
ss new investment and, priced right, can certainly 
elp our profits. 
Another problem to be faced in getting started on a 
ierchandising-selling program is: How do you go about 


‘ling in the telephone business? We have learned 
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from experience that best results come from building 
the selling job right into our service job. Our Plant and 
Commercial people are all sales people. 

At the present time our Plant Department is account- 
ing for 35 percent of all our extension sales in regular 
on-the-job contacts. You can see that these are sales we 
wouldn't have if we hadn’t begun to build the sales job 
into the service job. And it isn’t just the better profit 
from on-the-job selling that we like. As I mentioned 
earlier, this approach means better service for the cus- 
tomer, who likes to have constructive suggestions made 


while he’s talking to a “telephone expert” or has one 


“The kitchen manufacturers have learned that long-range 
success comes not from staying just one year ahead of 
the customer but from being far ahead of him.” 


so handy that the suggestion, sale, and installation can 
be made instantly on the spot. Please note that this is 
a quick-and-easy feature which we can offer, and the 
customers love it. 

Our advertising helps us in on-the-job selling too. 
Its purpose is to create a ready market, preconditioned 
for buying at the time an employe is on-the-spot to com- 
plete the sale. 

Adequate and careful training of all contact people is 
an essential, of course. There’s an old saying that 
“salesmen are born, not made.” While there's a grain 
of truth in this. a lot of potential selling ability can be 
uncovered in almost everyone. There are training tech- 
niques which build confidence in the employe and de- 
velop his skill at selling. Most of our contact employes 
can become really effective salesmen. 

However, the big variable. we've found, is the amount 


of enthusiasm applied at the point of sale. Such _ en- 
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YOU SEE THE DIAL... 


New Type 82 Telephone. 


With Automatic’s new Type 82 Telephone, your subscriber can dial in the dark. 
The letters, numbers and finger holes on the dial are lighted. This telephone is 
an added convenience for which your subscribers will gladly pay extra. 


HOW IT WORKS! 


The Type 82 Telephone has two cords: the standard telephone connection cord 
and a cord for the dial light that plugs directly into a 110-Volt A.C. outlet. Once 
this cord is plugged in, the dial is lighted 24 hours a day. The electricity required 
costs the subscriber about five cents a year. 


MAKES TELEPHONING EASIER! 


With the Type 82 Telephone, your subscriber can make calls in darkness or 
twilight without groping for the right finger holes. And when the phone rings at 
night the light leads you right to it. In a test market, users told us that the 
Type 82 is a handy directional guide in a dark room. 


MINIMUM MAINTENANCE! 
The lighted dial on the Type 82 is electro-luminescent (not incandescent) 50 














The Dial-Lighted Telephone! 
















rk. there’s no filament to burn out. Once installed, you can be sure that it will give 
iS your subscriber dependable service with little or no maintenance. 


SAFE AS A REGULAR PHONE! 


Because of limiting resistors, the Type 82 dial never draws more than five milli- 
rd amperes of current—even if it should develop a short circuit! And it’s listed by 
ce Underwriters’ Laboratories, Inc. 


HAS ALL THE FAMOUS TYPE 80 FEATURES! 


# The Type 82 Telephone has all the features of the famous Type 80—plus a lighted 

dial! And it’s available in any of our ten attractive colors: Gardenia White, 

vr Camellia Pink, Forget-Me-Not Blue, Sunlight Yellow, Classic Ivory, Sand Beige, 
it Garnet Red, Dawn Grey, Jade Green and Turquoise. Ask your Automatic repre- 
‘he se \tative about the Type 82 Dial-Lighted Telephone. He’ll be glad to give you 


he. details. Address: Automatic Electric Sales Corporation, Northlake, Illinois. 
Or call Fillmore 5-7111. 


| AUTOMATIC FLECTRIC & 


subsidiary of GEMFRAL TELEPHONE 











selling group will become a high-selling group almost 
overnight when an enthusiastic supervisor takes over. 
If our entire company were doing the same job that the 
top-enthusiasm groups are doing, our sales would be 
taking off like a rocket. The supervisor’s attitude, in 
turn, traces back to the enthusiasm shown by his boss, 
and by the general manager, and by the president. 
There’s some spontaneous enthusiasm around but not 


much. You have to start it. 


Market Research 

NOTHER essential in a merchandising-selling pro- 

gram is market research. That’s a mighty fancy 
term but it’s a sound and simple idea. It means finding 
out how you're doing and how you could do it better. 
Market research provides a factual basis for decision 
making. The facts may come from inside the company 
or from outside sources, often from customers them- 
selves. Without reliable facts, however, you can’t pos- 
sibly know whether you're on a profitable track, nor 


can you recognize other opportunities as yet untapped. 


Market research can be done, at least on a small 
scale, by every company, regardless of size. A report by 
President Eisenhower's conference on research for the 
benefit of small business mentioned many examples. 


Here are a couple: 


“The restaurant proprietor who checks re- 
turned dishes to see what types of food are 
left uneaten.” 

“The newspaper which copied license plates in 
shopping center parking lots, through them 
checked the place of the owner's residence and 
demonstrated to its advertisers that shoppers in 
the city came from outside the city, matching 


the newspaper's circulation pattern.” 


Are you considering stocking phones in new colors? 
Or a new set design, perhaps one that’s quite different 
or exotic? Why not put one of each on display in your 
payment office or in a home show exhibit and 
listen carefully to what people say about them? [t may 
help you make a dollar-saving decision. That’s just one 
idea. Whatever your question, try testing it in terms of 
your potential customers. Let them give you the answer. 
Very likely the test can be simple, easy, and cheap, but 


it can guide your decisions on the way to better profits. 


What to Sell ? ? ?” 

HE LAST merchandising and selling problem which 

| want to mention is: What to sell? I could have 
spent my entire time on this question because the pos- 
sibilities are almost endless. We are developing many 
new services and items of equipment and so are the 
many fine manufacturers serving the independent por- 
tion of our industry. Some of these new developments 
will never survive the market research stage and some 
wont pass the profitability test, but there will be more 


and more which will do both. I’d like to mention a few 
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thusiasm starts with enthusiastic supervisors. A low- 





fields which look very promising to us. 

There is, of course, the fundamental of the well-tele 
phoned home or business, with telephones wherever 
they're needed. People are more inclined to put them 
there, we've learned, when they're in color. Further, 
people like color because this is a color-conscious age. 
Color represents added satisfaction and therefore better 
service. Color is a considerably better profit opportunity, 
of course, when it’s combined with the sale of exten- 
sions. Extensions, in turn, offer the better service of 
convenience — plus the fact that they’re profitable in 
themselves and, our studies show, lead to greater profit- 
boosting usage of the telephone. Our studies show, also, 
that the extension disconnect rate on color is substan- 
tially less than for telephones in black. 


The residence market, however, is not limited to ex- 


tensions in color. Home inter-com systems — probably 
with a doorbell answering feature — can be tied in 


with the home’s basic telephone system. We're greatly 
interested in this opportunity. 

Long distance is a fundamental part of our service 
and of our profits. We all hurt when it drops off. An 
important part of the new concept we want to establish 
is a more relaxed public attitude toward making long 
distance calls. There was a day when every long distance 
call meant an emergency. Actually the public has mil- 
lions of unfilled wants and needs for long distance 
chats to keep in touch with friends and relatives. No 
letter will ever take the place of hearing the voice of 
a loved one. Phone for fun, we are saying. Let’s make 
the basis for 


pleasure rather than an emergency 


a long distance call. 

Another barrier to long distance usage that we must 
hurdle is the matter of vocabulary. We must begin to 
use words both inside and outside the business 
that stimulate usage. We’re now surrounded by a vocab- 
ulary of restriction: the three-minute call, additional 
message units, minimum charges, toll, overtime. These 
are not selling words. Instead they put the emphasis on 


limited use of the very thing we're selling. 


Business has many long distance needs that it doesn’t 
even recognize. We make personal contact with busi- 
nesses, analyze their usage, make detailed cost studies, 
then show them how they can save money, or increase 
their business, or both, by making better use of long 
distance service. Scores of companies already have sub- 
stantially increased their business and ours too as a 
result of this effort. 

Many services are aimed at developing use of ou 
equipment during off-peak periods. The pay-station 
development work we've done is one example. Con- 
venient, glass-enclosed, lighted at night booths on the 
highway or in any convenient location were a first effort. 

Now we're testing both drive-up telephones and walk- 
up telephones in the Chicago area. Initial investment is 
much lower than for regular outdoor booths. Even bet- 
ter, however, is the fact that they attract more business. 
In a controlled test of drive-up phones paired with out- 
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‘Merchandising helps us provide better service to our 
£ I I 
customers. It keeps the business alert and progressive.” 


door booths on the Outer Drive in Chicago, the drive-up 
phones have produced about 306¢ more revenue than 
the outdoor booths. This is a good example of mer- 
chandising profitably a lower investment, providing 
better service for the customer, attracting more business, 
all in one package. 

I could 20 on and on with possibilities a farm 
communications system, a centralized bell chime signal 
to replace bells at extensions, packaged dial PBX equip- 
ment that comes in “filing cabinets” and is easily in- 
stalled. a message-waiting service for telephones in 
hotels and motels, a personal signaling service. 

There ere some of the bricks of which the new con- 
cept of scclan service will be constructed. There will 
by mManv Gi hers 

Like it or not, we cannot avoid being affected by 
economic changes in the world around us, whether it 
is the recession of today or other problems in the years 
thead. Nor can we ignore changes in customer ideas 
ind wants. These changes make a merchandising ap- 
proach for our industry a necessity. 

Merchandising. in turn, helps us provide better serv- 
ice for our customers. It keeps the business alert and 
progressive. And it helps the business economically be- 
cause good merchandising means that we are selling 


lor profit. {dapted from a paper presented at the 


1958 convention of the Illinois Telephone Association. 
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TECH LABS... INC. 
and tel] Ce paLiSADES PARK, NJ.“* 


Geil 
control... 


TYPE 8A 


low cost, 
miniature 





This versatile, miniature Cam 
Switch by Tech Laboratories is 
made in six- and ten-position 
models for a variety of computer 
and control applications. It is the 
least expensive and smallest 
switch of its kind, yet life tests in 
excess of 40,000,000 breaks have 


CAM 
SWITCH been performed with no evidence 
of failure! Type 8A is rated at one- 


¢ A decimal-to-binary amp., 110 volts, a-c and has a 
i fl Its. 
converter switch breakdown rating of 1500 volts 


Available in single and double- 
ended designs for clockwise and 
counter-clockwise operation. Vari- 
ations in design on application. 


¢ A control switch 
¢ A decade switch 








Send for complete technical data 


Manufacturers of 
Precision Electrical Resistance Instruments 


PALISADES PARK, NEW JERSEY 
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World Standard for Quality since 1870, 
Hemingray Insulators—a product of 
OWENS-ILLINOIS. Available in a variety 
of styles and sizes for immediate deliv- 
ery. No. 45—shown—employed for all toll 
and trunk circuits exceeding ten miles in 
length. 


ou don't have to carry large inventories. The line 
supplies you want are as near as your phone. At your 
regional Kellogg warehouse thousands of square feet are 
~ devoted to-stocking the line supplies you need. Trained 
telephone men help you with your orders and make 


Crapo Tangent Supports for One-Pair 
Parallel Rural Distribution Wire. Made of 
tough, springy stainless steel wire (.109” 
diam). Coated with neoprene. Oval-shaped 
spirals provide close, uniform gripping ac- 
tion, reduce possibility of slippage. INDI- 
ANA STEEL & WIRE COMPANY, INC. 


sure deliveries are made when specified. 


Extra-Long Lifel!—The suspended and 
supported plate construction is an exclusive 
feature of C&D BATTERIES. Choose C&D 
PlastiCal (lead-calcium grid) for life expect- 
ancy of 25 years . . . for 14 years expect- 
ancy, specify PlastiCell (high tensile lead 
alloy grids). Made by C&D BATTERIES, INC. 


Nussoec 


KELLOGG 


KELLOGG SWITCHBOARD AND SUPPLY COMPANY 
A Division of international Telephone and Telegraph Corporation 
6650 S. Cicero Ave., Chicago 38, Il. 
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ANACONDA STALPETH CABLE 


with paper-insulated conductors 


334%4-50% lighter than lead cable—light- 
weight sheath of STeel, Aluminum, Poly- 
ETHylene. Means easy, economical installa- 
tion, maintenance. Dependability—each 
wire inspected, each pair tested. Economy 
—save on initial costs... freight costs... 
installation costs. Outstanding electrical and 
mechanical properties—protects against 
broken power lines, interference, electroly- 
sis, induction currents. 


ANACONDA WIRE & CABLE CO. 


KELLOGG Branch 
Warehouses and Offices: 


10 So. Tripp Ave. 
ago 32, Illinois 
ffside 4-4300 


St. & Sunshine Rd 
nsas City 15, Kansas 
yfair 1-4418 


Broderick Road 
lingame, California 
ford 7-5780 


Excelsior Blvd 
neapolis 16, Minnesota 
t 9-6715 - 16 


Turtle Creek Blvd 
as 7, Texas 
Side 7-519! 


West Fourth Street 
field, Ohio 
yette 4-6511 


Southland Circle, N.W 
ta, Georaia 
re 4-244] 


spect Street 
New Jersey 
t 9-3610 


A Single Circuit Protector for both indoor 
and outdoor use. The Type 09U is equipped 
with Tru-Gap dischargers, carbons, 7 amp. 
fuses, a porcelain base, and a gasket and 
locking device. A product of COOK ELEC- 


TRIC COMPANY. 


Little Giant Slack Puller is a rugged tool. 
Made of heavy steel and bronze. All steel 
parts are painted or cadmium-plated. 
Comes in two styles, slip handle and ratchet 
handle (shown). Safe, easy to use! Made by 
CABLE SPINNING EQUIPMENT COMPANY. 


FLOTROL CS Units (Carrier Supply) will 
furnish uninterrupted power for all carrier 
or repeater operations. Normally operate 
from 60-cycle line but transfer to exchange 
battery in case of power failure. Models 
available with and without signal lamps 
and alarm features. Regular unit provides 
0.5 ampere at 130 volts. Heavy-duty unit 
rated 1.5 amperes, 120 or 130 volts. 
LORAIN PRODUCTS CORPORATION. 





COPPERWELD LINE WIRE put up today 
will always be up-to-date because it's the 
best engineered conductor for voice and 
carrier circuits. It's strong, non-rusting, 
easy to string. Use .080”-30 for short sub- 
scriber loops and secondary toll lines and 
.104”-40 for toll lines and long subscriber 
loops. COPPERWELD STEEL COMPANY 
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Skilled craftsmen assemble a Strowger switch. 


50 YOUR JULY 15, 1958 TELEPHONE ENGINEER & MANAGEMENT 








| another reason why 
Men Choose Strowger! 





uality construction is an important factor to the man 
who is selecting central office equipment. That’s why 

so many telephone men have toured Automatic’s new factory at 
Northlake, Illinois, to watch the entire manufacturing process 
of Strowger equipment. They’ve seen how raw materials are 
carefully inspected for quality. They’ve observed the close 
tolerances to which each Strowger part is manufactured to insure 
ease of adjustment. They’ve watched the accurate control 
that is applied in the plating of Strowger parts to provide good fit 
and lifetime protection. And, they’ve noted the constant 
inspection of these parts during every stage of production. 
No wonder so many telephone men choose Strowger! 


FIND OUT FOR YOURSELF! The next time you’re in the Chicago area, 
come and visit with us. We’ll be glad to show you through our 
entire Northlake plant. You’ll see the unsurpassed quality and 
craftsmanship in the construction of Strowger. Just let us know 
when you plan to be here so that we may arrange for your tour. 
Write Automatic Electric Sales Corporation, Northlake, Illinois. 

Or, call Fillmore 5-7111. 
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A member of the General Telephone System—One of America’s great communications systems 
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South Dakota Commission Denies 
Northwestern Bell Rate Increase 


A FLAT turndown of Northwest- 
ern Bell Telephone Co.’s application 
for a $500,000 rate increase in South 
Dakota was announced last month, by 
the South Dakota Public Utilities 
Commission. 

Northwestern Bell Vice President 
and General Manager R. A. Dev- 
ereaux, describing the action as “ex- 
tremely disappointing,” and = surpris- 
ing in view of the company’s earn- 
ings record in the state, said the com- 
pany will have to study the order 
carefully before it decides on its next 


move. 


Elsewhere in Northwestern Bell ter- 
ritory, a Minnesota district court 
denied the request of the state Attor- 
ney General for a stay of the Rail- 
road & Warehouse 


March order granting Northwestern 


Commission's 


Bell a $7,833,000 a year rate increase. 
The court also denied motions to 
postpone collection of the new rates, 
and to require Northwestern Bell to 
post a bond. A hearing before the 
court is expected later, on the At- 
torney General's appeal to the rate 


decision 


Common Carrier Bureau Issues Proposed 
Findings on Menomonee Falls Case 


ACQUISITION of the Menomonee 
Falls and Lisbon (Wisc.) Telephone 
Companys by the Wisconsin Tele- 
phone Co. “will be of a net advan- 
tage to the persons to w hom service 
is to be rendered,” the FCC Common 
Carrier Bureau declared July 1 in 
proposed findings filed with the 
Commission's Chief Examiner, James 
D. Cunningham. 


Although — the 


concluded that “a number of factors” 


Commission | staff 


in Wisconsin Telephone’s reproduc- 
tion cost study of the value of the 
properties to be acquired, submitted 
for the record of the recent hearings 
on the acquisition application, “cause 
serious doubts as to its validity.” it 
believes that “the question of the 
propriety of the purchase price should 
not preclude a grant of the applica- 
lion in view of . definite service 


advantages.” it was pointed out. 
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Other parties to the case submit- 
ted proposed findings summarizing 


their views as outlined during the 


CROSS COUNTRY REPORT 


COURTS 





and 











hearing. Wisconsin Telephone. the 
Wisconsin Public Service Commis- 
sion, and the Menomonee Falls and 
Lisbon companies lined up in favor 
of a grant of the applications, while 
the US Independent Telephone As- 
sociation, whose request to the FCC 
occasioned the hearing, opposed FCC 
certification of the transaction. The 
FCC staff position had been the only 
unknown quantity in the filings. 

The FCC staff declared that the 
evidence in the case “fails to indicate 
that there is a Bell System policy of 
outbidding Independents in the pur- 
chase of desirable telephone proper- 
ties. Nor does it appear that in the 
negotiations for the purchase of these 
specific properties, there was any 
purpose of outbidding any Independ- 
ent... Moreover, in this case the 
record shows no tendency or trend 
toward the diminution of the relative 
position of the Independent industry 
in the field.” 


USITA, AT&T and Western Union Tel. 
File Comments In FCC Antenna Inquiry 


THE AMERICAN 


Telegraph Co., the US Independent 


Telephone & 


Telephone Association, and the West- 
ern Union Telegraph Co., in com- 
ments filed last month in the FCC's 
over-all inquiry into the effect of 
community television antenna sys- 
tems, satellite stations. and repeaters 
on T\ 


would be contrary to the basic serv- 


broadcasting, emphasized it 


ice obligations of common carriers 
to bar them from serving a customer 
because of business competition be- 
tween the customer and another busi- 


ness organization, 





1958 TELEPHONE ENGINEER & 


Comments by the three were in 
reference to proposals by TV  sta- 
tions. and objections to specific con- 
struction applications of common car- 
riers, which take the position that 
the FCC should not authorize com- 
mon carrier relay systems to serve 
community antenna systems. All three 
organizations supported the FC( 
comment, in its notice of inquiry. 
that “it would represent a novel and 
questionable departure from normal 
common carrier regulation to_ pre- 
clude service to particular... users.” 


AT&T stressed that a common car- 
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riers fundamental obligation is to 


furnish services on a uniform basis, 
without unjust or unreasonable dis- 
carrier, it 


crimination. A common 


added. cannot be made the means 


for achieving “indirect regulation of 
activities which are extraneous to 
common carrier regulation.” 

USITA that “Any at- 


tempt by the Commission indirectly 


declared 


to prohibit certain users from the use 
of common carrier facilities, partic- 
ularly where otherwise such services 
would be beyond the Commission’s 
direct jurisdiction and subject to 
state jurisdiction, for the purpose of 
giving an economic advantage to one 
class of common carrier subscriber. 
would be invalid and beyond the 
scope of any authority under the 
Communications Act. and at the same 
time an invasion of regulatory juris- 


diction reserved to the states.” 





Western Union pointed out that its 
for TV 


transmission. and that it does not in- 


facilities are not now used 
tend to participate further in the 
FCC docket. but that it was filing its 
comments as a “matter of principle.” 
If CATVs are to be regulated by the 
Commission,” it declared, “the regu- 
lation exercised ought to be directly 
upon the CATV system, and not in- 
directly exercised by _ limitations 
placed on the services rendered by 
carriers subject to FCC jurisdiction.” 

A similar point, that common car- 
riers “would be interfered with” and 
be subjected to the “Whims and vicis- 
situdes of other and unrelated busi- 
ness operations.” has been made by 
the Mountain States Telephone & 
Telegraph Co. in answer to a broad- 
casters complaint against its provid- 
ing another channel on an existing 
system to a CATV. 


General Telephone of Kentucky Seeks 
$1,853,000 Rate Adjustment Authority 


GENERAL Telephone Co. of Ken- 
tucky. Lexington, last month, asked 
the Kentucky Public Service Commis- 
sion for permission to raise its rates 
$1.853,000 a The 


serves 330 communities through 47 


year. company 
central exchanges in 30 Kentucky 
counties. 

General Telephone asked that it be 
allowed to charge the increased rates 
starting July 1. The P.S.C. scheduled 
a hearing on the request for July 50. 
and suspended the request pending 
the hearing and its decision. 

Of the total 
$1,640,000 would be in primary ex- 
Another $170,000. of 


the increase would be applied to serv- 


increases sought, 


change rates. 


ce connections, branch exchanges 
nd other miscellaneous services. The 
emaining $42,000 of the increase 
ould be in intrastate toll rates, but 
hese increases are to apply only to 


oints served by the old Southern 


Continental system, which had its own 
lower toll schedule. 

The General Telephone System in 
Kentucky charges for intrastate calls 
on the same schedule used by South- 
ern Bell. The increases asked are de- 
signed to bring the old Southern 
Continental toll rates into line with 
General's regular toll schedule. 

In its petition, General Telephone 
declared that the number of subscrib- 
increased from 514,405 on 
1953. to 112.568 on 
April 30, 1958. The company has in- 
vested about $22,000,000 in addition- 
al plant in that period, so that its 


ers had 
January 1, 


total investment on April 30 was 
about $32,000,000. Further, the peti- 
tion said, the company expects to 
spend another $15,000,000 on expan- 
sion during 1958 and 1959. The in- 
creases are needed, the company said, 
because its cost of labor and its in- 


vestment cost are continuing to rise. 


North Carolina Commission Approves 
United Telephone Co. Rate Adjustment 


LAST MONTH the United Tele- 
me Co. of the Carolinas received 


mission for a watered down rate 


YOUR JULY 


15, 


increase, and was told by the North 
Carolina Utilities Commission to be- 


gin immediately to improve its serv- 


ice in its various exchange areas. 

The company has asked for rate 
hikes which would increase its gross 
annual revenue by more than $221-, 
620. It cited greater costs and de- 
clining earnings. The commission, in 
an order written by Commissioner 
Harry T. Westcott, granted the firm 


hike its 


gross revenue by $104,000, less than 


an increase which would 
half the amount requested. 

The order said the firm was “re- 
ceiving less that what we consider to 
be a fair rate of return on the fair 
value of its properties .. . and it is 
therefore entitled to an adjustment 
thereof, but not to the extent re- 
quested . . 


Westcott “We 


find that the service being rendered 


also. said, further 
by petitioner fails to meet the test of 
adequate and efficient telephone serv- 
ice in certain instances.” 

The commission ordered the firm 
to “submit to this commission a re- 
port of progress being made in its 
improvement in service and elimin- 
ation of service complaints .. . at 
the end of each 30 days.” 

The company last received a rate 
increase in December, 1951, but this 
was cancelled in April, 1955, when 
the commission ordered it to reduce 
its rates and charges by the amount 


of the increase $50.000. 


Ohio Commission Approves 
Rates For Three Companies 
THE OHIO Utilities Commission 
has approved higher rates three 
telephone companies may collect from 
their customers and authorized the 
merger of three telephone companies. 
(1) The Western Tele- 
phone Co., Hudson, which serves an 
Akron. 
can raise its rates about 28 per cent; 
(2) Northern Ohio Tel. Co.. Belle- 
vue, was authorized to put a recently 
granted $1,083,119 
crease into effect. The company re- 
$265,000 less than it 


had requested; (3) The commission 


Reserve 


area between Cleveland and 


annual rate in- 


ceived about 
permitted Continental Telephone Co. 
to increase its rates by $6,352 an- 
nually; (4) under the 


by the 


merger ap- 


proved commission, three 
satellite companies of the General 


Telephone Corp. become one firm 
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NEOPRENE 


Very popular because 
ery to keep clean. 












































Smooth texture, easy 
to handle. Preferred 
for switchboard use. 






COTTON 
Serviceable for all 
around uses. Standard 

everywhere. 





CORDS 


the WORLD’S FINEST 


-»-for every purpose! 
-»-for every instrument! 
Take your choice—Neoprene, 

A a\t Nylon or Cotton. They’re all high 
WY \2 ~ quality cords made in accordance 
with Runzel high standard of 
quality. We carry large stocks of 
cords to meet every need. 

Our geographical location 

means Quick Service. 


RUNZEL CORD & WIRE CO. 


4723 W. MONTROSE AVE. * CHICAGO 41, ILLINOIS 
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with about 152.000 customers. They 
are General Telephone Co. of Ohio, 
Ohio Con- 
with 50,000 
customers, and Chesapeake Telephone 
with 2400 


with 99,600 customers; 


solidated Telephone Co., 


Co. in Lawrence County 
subscribers. 

The consolidated) firm will be 
known as General Telephone Co. of 
Ohio. 


three companies will remain the same. 


Rates for subscribers of the 


“Classified Directory Listings 
Not Subject To Tax,” IRS 

AMOUNTS PAID) by telephone 
subscribers for listings in the classi- 
fied telephone directory are not sub- 
ject to the local telephone excise tax, 
the Internal Revenue Service Depart- 
ment ruled last month. 

IRS — said, 


amounts paid for alphabetical direc- 


however, that any 


tory listings are considered a part of 
the payment for local telephone serv- 
under 


ice. and therefore are taxable 


the law. “Yellow page” listings are 


considered advertising rather than a 
feature of local telephone service, and 
it is on this basis that they are not 


taxed. 


FCC Proposes Rule On 
Phone Acquisitions Hearings 
THE FCC 


quire that any 


moved last month to re- 
person requesting a 
public hearing on an application for 
a public interest certificate for a tele- 
phone acquisition must file a state- 
ment showing why the proposed 
transaction will not be of advantage 
to the persons to whom service is to 
be rendered, or is not in the public 
interest. 


called for 


rule change would extend to 40 days 


Another charge in the 
the time in which interested parties 
may submit comments. protests, or 


hearing requests involving acquisi- 


tion cases. Heretofore. the require- 
ment has been that they be submitted 
in 30 days. 

The Commission, in its notice of 
proposed rule making, asked that any 
comments be filed by Aug. 1 


North Carolina Commission 
Approves Morris Rate Boost 
THE NORTH Carolina State Util- 


ities Commission has granted an in- 














Tele- 


phone Co. pending final rate adjust- 


terim rate increase to Morris 
ments to come at the end of the year. 
The firm which operates in Person, 
Orange and Caswell counties has em- 
harked on an extensive expansion 
program and recently requested the 
commission for permission to. in- 
crease its charges. 
The commission said the increase, 
which became effective July 1, will 
last until Dee. 31. 


accountants will 


when commission 
study the firm’s 
hooks and establish a permanent rate 
schedule. 

The company also was granted per- 
mission to discontinue free and dis- 
count toll service between its Yancey- 


ville exchange and Danville. Va. 


Penalties Provided for 
Refusal to Pay Excise Tax 
RULING announced last month by 
the Internal Revenue Service provides 
for the payment of penalties and 
terest by persons who refuse to pay 
excises to the authorized collectors at 
the time they pay their bills. The IRS 
ruling was based on two cases of re- 
fusal to pay excises, one by a trans- 
portation company’s customer and 
one involving members of a club. 
IRS, in pointing out that in such 
Director of 


Revenue levies the tax directly against 


instances the Internal 
the customer, after the collecting com- 
pany reports his refusal to pay the 
tax. said that the prescribed 6©¢ in- 
terest should be collected from the 
time the customer pays his bill to the 
collecting company until he pays the 
excise direct to IRS. No delinquent 
called for, IRS 


added, since the taxpaying custome! 


return penalties are 
is not required to file a return. 


Mississippi Court Denies 
Southern Bell Rate Appeal 

A MISSISSIPPI court last month. 
denied an appeal by the Southern 
Bell Telephone & Telegraph Co. to 
state Public Service Commission's re- 
jection of a rate increase by the com. 
pany, and a Southern Bell official 
commented, “I am sure we will ap- 
peal.” 

Vice President and General Man- 
ager C, L. Lott declared that the 


commission’s order would require th 
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company “‘to under rates 


established in 1952. Since then... 


operale 


have invested an additional 


$71.000.000 in 


we 


new facilities and 


eranted wage increases in Mississippi 


amounting to about $2,500,000 a 


year. These, with other substantial 
increases in the cost of providing 
service, have resulted in earnings that 
will 


capital we need in Mississippi. The 


just not attract the additional 
company asked the commission for an 
increase of only $2,500,000 annually, 
or a net increase of about $1,100,000 
after taxes.” 

Hinds County (Jackson) Chancel- 


lor L. 


company's appeal, directed Southern 


Arnold Pyle, in denying the 


Bell to refund the overages in rates 
charged subscribers since an increase 
went into effect under bond in June. 
1956, and said the refunds must carry 
6° interest. The commission denied 
the application in December, 1956, 
and Southern Bell then appealed to 
the court. 

Chancellor Pyle said that 


have repeatedly and consistently re- 


“courts 


fused to tie the hands of the regula- 
tory body” in fixing rates. He com- 
mented that the 
“undertake 


state legislature did 


not to establish a pre- 
scribed formula” for the commission 
lo use in fixing rates. 

Mr. Lott pointed out that the com- 
pany attorneys would have to study 
the court order before it is decided 


what action should be taken. 


North Dakota Commission 
OK’s Sale of Cathay Exchange 
THE North Dakota Public Service 
Commission has authorized the Da- 
Kota Central Rural Telephone Cooper- 
live Association, Carrington, N. D. 
» buy the telephone exchange oper- 
ted at Cathay, N. D., by Mr. and 
Reitzlaff. 


ow served by the Reitzlaffs will be 


\Irs. Herman Subscribers 


rved by the Sykeston exchange. 


Mid South Tel. To Purchase 
‘wo Mississippi Companies 

\ CERTIFICATE of public con- 
and necessity has been 
the Mid-South 


hy the Mississippi Publie Service 


Hence 
nted Telephone 
nmission. 


he certificate is effective until 
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“IT tried working inside for awhile — 
but it was too monotonous.” 


such time as the proposed merger of 
the Rienzi Telephone Co., at Rienzi 
and the Courtesy Telephone Co., Gun- 
town, can be purchased by the newly 


organized Mid-South company. 


Court Rules Order on 

S. E. Rates “Stull In Effect” 
THE LEON COUNTY, Fla... Cir- 

cuit Court has ruled that an order of 

the Utilities 


Commission granting the Southeast- 


Florida Railroad and 
ern Telephone Co. a rate increase 
under bond is still in effect, despite 
the 


which sought to vacate the original 


a later order by commission 
order by a 2-1 margin. 

Judge Hugh M. Taylor ruled that 
the Southeastern company is entitled 
to continue charging present rates 
until the commission, acting under 
the constitution and laws of the state, 
makes a change. He declared that 
the second order, seeking to vacate 
the first, was issued without notice 
to the company, or a hearing. 

At the same time, Judge Taylor 
denied a motion by the commission 
to dissolve a temporary injunction 
issued by the court May 30 restrain- 
ing the vacating order. Continuance 
of the injunction, he ruled, is without 
prejudice to the commission’s right 
to hold a hearing on fixing tempor- 
ary rates, and to set any new rates 
it finds to be reasonable. “Upon the 
fixing of temporary rates by the com- 
mission after a hearing, the tempor- 
ary injunction entered in this cause 
shall stand dissolved.” he held. 
1958 
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Whether it’s tool belts or safety straps 


... pliers or wrenches ... grips or 
climbers, linemen and electricians 
know they can expect the highest in 
quality when their equipment carries 
the name Klein. 


For more than a century Klein has 
been the leader in designing and pro- 
ducing tools and equipment to serve 
the exacting needs of the utility field. 


Today, wherever power lines or 
communication lines are strung, Klein 
tools and equipment are in greater de- 
mand than ever, assuring safer, speedier 
line construction and operation. 


WRITE FOR FREE TOOL GUIDE 


A free copy of the new Klein Pocket 
Tool Guide will be sent on request. 


ASK YOUR SUPPLIER 
Foreign Distributor: International 
Standard Electric Corp., New York 


oo KLEIN co 


CHICAGO 45, ILLINOIS 





1200 McCORMICK ROAD 
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400 Attend Wisconsin Convention: 
H. B. Flower Elected President 


By RAY RIORDAN, 


Sec., Wisconsin State Tel. Assoc. 


ISCONSIN’S 48th annual Tele- 

phone Association Convention 
has been recorded as one of the most 
successful in the organization’s his- 
tory. Conducted in Milwaukee for the 
first time in 16 years, attendance was 
in excess of expectations reaching 
over 100, This attendance figure is 
lower than 1957’s but offsetting that 
was the fact 26 per cent more of the 
companies comprising the member- 
ship were represented. 

Three new directors were named 
to the Association’s board this year. 
D. H. Hansen, state manager of the 
La Crosse Telephone Corp., was 
elected to succeed E. B. Samp of the 
same firm; G. H. Moede, general traf- 
fic manager, Wisconsin Telephone 
Co.. was elected to follow G. A. Ru- 
tenbeck of the Wisconsin Telephone 
Co., and Karl Mohr, general man- 
ager of North West Telephone Co. 
succeeded Harris G. Allen, president 
of North West Tel. Regretably, Mr. 
Mohr died suddenly of a heart at- 
tack ten days after his election. F. H. 
Schafer, Urban Telephone Co., Clin- 
tonville. and L. J. Robertson, Platte- 
ville Teleohone Co., were reelected 
for three year terms. 

At the meeting of directors, H. B. 
Flower, Wood County Telephone Co., 
Wisconsin Rapids, was picked as 
president for the 1958-1959 term and 
H. P. Siebken, General Telephone 
Co. of Wisc.. was selected as vice 
president. Ray J. Riordan, secretary- 
treasurer, was renamed to succeed 


himself, 
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Top feature of the meeting was an 

address by Merryle Stanley Rukeyser, 
one of the nation’s outstanding econ- 
omists and author on financial mat- 
ters. Mr. Rukeyser, who minced no 
words in expressing his feelings for 
Walter Reuther, head of LAW, said 
that if General Motors had followed 
the leadership of the Union leader 
during the year period 1947 through 
1957 the company would have lost 
nearly 8 billion dollars and would 


have been wiped out from the eco- 
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nomic scene. He spoke too of the re- 
cession in business volume and_ in 
employment and said that these would 
end as soon as the existing imbal- 
ances are corected. 

Rukeyser, who is author of “Finan- 
cial Security in a Changing World,” 
declared that human suffering among 
the jobless was needlessly prolonged 
through rigidity and inflexibility in 
the price and wage structure. In place 
of continuing attrition, the economist 
advocated reasonableness in discus- 
sions bearing on the cost sheet of in- 
dustry. 

“The irrelevant agitation for poli- 


tical remedies, unrelated to the causes 





One of the grass root forms of mass communications, the party line, is discussed 
by this panel of speakers at the recent Wisconsin State Telephone Association 
convention in Milwaukee. L. to r.: MERRYLE STANLEY RUKEYSER, New 
York City news service columnist, whe discussed the national economic picture: 
RAY RIORDAN, Madison, executive secretary of the association; MAC KEHOE, 
Milwaukee, manager of Miller Brewing Co. community relations and publicity. 
who talked about public relations, and WYMAN W. WISWELL, vice president 
of the State Long Distance Tel. Co., Elkhorn, and immediate past president of 
the association. Almost 200 exchange operating companies and cooperatives 
were represented at the convention. 
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of the economic setback, is escapist in 
character.” he said.” Political pro- 


posals of planned ‘whopper’ federal 
budgetary deficits, resulting from ac- 
celerated governmental total spend- 
ing and ‘shot in the arm’ tax cuts, 
would ignore the focus of infection, 
recession. and 


which caused the 


would trv to offset it with new in- 
flation.” 

Warning that “w 
‘The self-styled ‘do- 


who couch their inflation- 


e face a paradox,” 
Rukeyser said, 
eooders. 
ary schemes in enticing sociological 
language are perhaps unwitting- 
ly doing a disservice to those who 
lost their jobs and to the upwards of 
700,000 newcomers who are ready to 
join the labor force each year. 

~The remedy lies in cultivating bet- 
ter popular understanding of what 
makes the American economic system 
lick.” he said. 


stimulated when the enterprising and 


“Economic growth is 


investing groups take a_ favorable 
view of current profit opportunities 


A ccord- 


ingly, in the effort to restore confi- 


and future profit: prospects. 


dence, it is desirable to concentrate 
on methods which these groups will 
accept as prudent. Ill conceived demo- 
eogic schemes for disseminating “pur- 
chasing power and priming the pump 
bring no lasting net gains, since they 


result in dampening enthusiasm of 


‘9 


isconsin State Telephone Association directors convened 
mediately after the annual meeting of members held in 
lwaukee at the Plankinton House on May 14 and 15 
d named H. B. FLOWER, Wood County Tel. Co., Wis- 
isin Rapids, president, and H. P. SIEBKEN, General Tel. Ca; 


Directors at the meet- 


|. Co., Madison, vice president. 
included: 


tSONS, 


YOUR JULY 


(standing |. to r.): D. H. 
sse Tel. Corp.; F. N. WILLKOMM, Farmers Tel. Co., Tel. Co.; and Past President, 
caster, J. H. HESSELMAN;: Mondovi Tel. Co.; F. H. 
1AFER, Urban Telephone Co., Clintonville; 
Rhinelander Tel. Co.; E. L. BEYL, Osceola 





Workshop sessions have become a permanent part of annual Wisconsin Associa- 
tion meetings and one that proved popular this year treated Plant matters. 


Here panelists A. W. 


SEN, LaCrosse Telephone Corp.: and S. H. 
BUTLER, Wisconsin Telephone Company, for 


Co. of Illinois, look to L. W. 


RAFFILL, General Telephone Co., Madison; D. H. HAN- 


BIERY, Middle States 


Telephone 


response to a question. 


private enterprisers for voluntary, 
job-creating projects. 

“Despite the unfortunate rigidities. 
imposed on the wage-price structure 
hy Keynesian theories and State So- 
cialist concepts. resulting in an ad- 
vancing consumer cost of living index 
despite recession. considerable pro- 
egress has already been made. Inven- 
tories are down, many raw material 
prices, including those of non-ferrous 


metals. have dropped sharply. and 


& Tel. 


MOSER, 
HANSEN, La- North West Tel. 


State Long 


PAUL R. 


1958 TELEPHONE ENGINEER & MANAGEMENT : 


Sharon 


Distance Tel. 
MOEDE, Wisconsin Tel. Co., Milwaukee, a newly elected 


director, was not present when the picture was taken. 


the cost of borrowing has declined 
and the availability of loanable funds 
has substantially increased, while the 
building of excess capacity has lap- 
ered off. Many of 
helpful in 


these changes are 
creating circumstances 
which promise relief from the spee- 
tacle of shrinking profit margins. 


relief in such areas as depreciation 


Congress would give tax 


allowances, business | management 


would again recognize that the best 





Farmers Mutual Tel. Co.: R. H. KEATING, Amberg Tel. 
Co.; KARL MESS, JR., Price County Tel. Co., 
Phillips; H. B. FLOWER, Wood County Tel. Co. Seated 
in the same order are R. 8S. ODEGARD, Menomonee Falls 
L. J. ROBERTSON, Platteville Tel. Co.; GC. F. 
Tel. Co.; KARL MOHR (deceased), 
Co., Tomah; H. P. SIEBKEN, General 


WYMAN W. WISWELL, 
Elkhorn. G. H. 


Company, 


v 
“I 






















LENKURT “building-block” system 


plans for your growth — 


@eeeoeeoeeeoeceoeoeoeeeeoeeoe eee ee eee Gee eooaeaeseeaeaeeeeeeeoeeoeeeoeee eee eeee eee 6s 


ELEPHONE companies are installing micro- 
| he to obtain additional toll circuits for 
several good reasons. Among them: (1) It is 
quick, easy and economical—(2) requires no 
right-of-way—(3) solves tough terrain problems 
—(4) is simple to maintain—and (5) highly reli- 


able — more weatherproof than other facilities. 


And experienced telephone people are choosing 
Lenkurt Microtel! That’s because it’s the most 
advanced microwave equipment on the market 
and the most flexible in design to meet future 
growth requirements. Consider the rate of toll 


growth and you'll see how important this is! 


Simple plug-in units 


With flexible Lenkurt 45BX Carrier, a system can 
be installed initially with only a few carrier 


channels. Then, as traffic increases, it can be 
expanded economically at will by the addition of 
more channelizing equipment or by paralleling 
transmitter-receiver assemblies. 

All plug-in units of Type 74A Microtel are simi- 
lar-to those in the famous “universal” Lenkurt 
45-class equipment. This greatly simplifies 
maintenance. 

Start small, if you wish, with as few as 4 to 12 
channels. Later on you can add 12- or 24-channel 
groups on a stackable basis. A single Microtel 
terminal can accommodate up to 240 channels; 
and with r-f circulators, as many as four systems 
can use the original antenna and antenna trans- 
mission line! For complete information, send the 
coupon or call your nearest Automatic Electric 


representative. 





In Canada: Automatic Electric Sales (Canada) Ltd., 


Automatic Electric Sales Corporation | 
Northlake, Illinois (Att.: T. B. Collins) | 
Please send booklet describing new Lenkurt Microtel | 
System. | 
NAME TITLE l 
COMPANY : 
ADDRESS. | 
CITY ZONK STATE | 


185 Bartley Drive, Toronto 16, Ontario. 








New 6,000 mc. rmaiecrotel Type 74A 


Designed to save space (2 systems can be mounted on a single 
rack) and use less power (only 360 watts per system), new 
Lenkurt Microtel Type 74A provides high-quality, broad-band 
microwave transmission facilities in the 6,000 mc. region. Microt¢ 
is equally satisfactory whether the need is for only a few circuit 
or for a high-density network with 720 voice channels (three ope! 
ating r-f channels with one stand-by on a common antenna). A 
many as 960 voice channels can be supplied on 4 operating | 

channels. It is available from Automatic Electric as a complet 
package — engineered, furnished and installed — en one ordet 
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Typicol network of Type 74A Microtel equip 
ment using one-frequency diversity-stand 
by channel for three operating channels 
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. AUTOMATIC ELECTRIC 


Subsidiary of GENERAL TELEPHONE 








UNFOLDS 











ITSELF 
iT 
Pa DIGS 
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"Ze 


1 UNIT DOES 
WORK OF 3 


The TRUCO HYDRAULIC DERRICK is 
simple, safe and easy to operate. One 
man can position derrick, dig hole and 
set pole. Live ‘“Middle-Leg” keeps con- 
stant pressure on augur...raises and 
lowers derrick. 


IT 
LIFTS 





Cuts Equipment Costs one-third. Write 
Truco for more information. 


TRUCK Squipmint co. 


3963 Walnut Street 
Denver 5, Colorado 








Locates Trouble—# 
CABLE TESTER—Model L 
COMMUNICATION TEST SET— Model JK 
DB METER—Model K 

DUAL ELECTROLYSIS VOLTMETER—Model 6 
EXPLORING COIL AMPLIFIER—Model E 
INTER COMMUNICATION UNIT—Model M 
LINEMEN'S TEST SET—MODEL 4 
LOCATOR-TESTER—Model A 

MIDGET DETECTO-METER—Model D-1 


TRANSISTOR OSCILLATOR—Mode! 
TL 






Division of Instrument Laboratories 


Chicago 10, Illinois 
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Past President H. G. ALLEN, (1956-57) North West 


Tel. Co., receives recog- 


nition of his service to the association as he is handed a miniature gavel with 
inscribed base by his successor, WYMAN W. WISWELL, State Long Distance 
Telephone Co. Elkhorn, Wisconsin. 


procedure to cut unit costs while wage 
rates stay up is through further auto- 
mation and substitution of mechanical 
energy Kilowatts of electricity 
for expensive human energy. Tax re- 
duction should be geared to promo- 
tion of national economic growth. 
Congress could also contribute to a 
heightening of confidence through re- 
vision of the labor-management act 
in a way to assure greater responsibil- 
ity.” 

Speaker Jack T. Naylor. 
president of United Utilities, Ine.. 
Kansas City, Mo., used as the title 
for his talk “Some Industry Guide- 


vice- 


posts.” 

Discussing the present and future 
financial problems of the industry. 
Naylor warned “it is futile to aspire 
to financial growth unless the proper- 
ties themselves and the existing fi- 


of a 


provide foundation both in adequate 


nancial constitution company 
property value and income produc- 


tion.” 
eit 


said. “there are a few over 200 tele- 


my sources are correct.” he 
phone companies in the State of Wis- 
consin and 171 of these. or over 85 
per cent of the Independent compa- 
nies, have less than 1.000 telephones. 
This suggests that financial enlarge- 
ment and expansion for many of 
these companies may have to come 
out of the present owners” pockets.” 


Expressing his doubt that there is 
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enough size and diversity within the 
ownership area to enjoy desirable 
credit from outside sources for loans 
or to generate the corresponding in- 
come to underwrite additional capital 
on an adequate basis. Naylor said. 
“Even if government money is used. 
the income factor is probably a lim- 
iting circumstance so long as_ rea- 
sonable rate levels are maintained.” 

“If my figures are correct,” he said. 
sull 335,000 tele- 


phones operating on a manual basis 


“there are over 


in this state. Many of you telephone 
people in Wisconsin may be asking 
“How 


afford to do the things which should 


yourselves. can we possibly 
be done?’ 

“Where this problem is faced you 
may, in many instances, be consider- 
ing methods of consolidating proper- 
ties and joining hands in building 
larger and more economic corporate 
or partnership units. This is good. 
The principal problem involved may 
be deciding who you want to work 
with and whose hands you want to 


clasp) in) permanent common en- 
deavor. 
“Tl feel that be 


recommend anything but ultra-con- 


it could unjust to 


servatism and a cautious financial! 


program unless you are a company 


which has substantially more than 


1.000 stations: I would say even 


3.000 stations. and preferably as an 
LO.000 per com- 


optimum. stations 
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pany. With such a development, and 
assuming the exchanges are reason- 
ably accessible and preferably in- 
tegrated and contiguous. the basis for 
healthy 
placement can be established under 


of 


money and bringing in new invest- 


permanent growth and _re- 


orthodox methods borrowing 


ors. 
\ssociation President, Wyman W. 
W iswell. 


heir responsibility as telephone util- 


reminded his listeners of 
iy management people. His paper 
vill be published in a future issue of 
‘Telephone Engineer & Manage- 
ment.” 

In concluding the meeting on May 
Sth. the membership adopted a reso- 
lution calling for repeal of the federal 
excise tax on telephone service. The 
that “the oO1 


ion telephones in use in our nation 


resolution stated mil- 
approximately one for every three 


citizens are conclusive evidence 
that the telephone ts not a luxury and 
should not be classified as such by 
indirect reference in tax laws. Over 
a million telephone users in the state 
are plagued by this discriminatory 
ler a 

“The levy of this tax ts unfair,” 
the resolution continued, “for it ap- 
plies to certain utility services while 
other such services are exempt from 
it. The Association requests immedi- 
ate, diligent, and sincere efforts by 
our representatives and senators to 
introduce legislation which will strike 
this inequitable tax from the statutes.” 
of the 


mailed to all Wisconsin Congressmen 


Copies resolution were 
in Washington. 

Three other items on the agenda 
aroused enthusiastic interest this year. 
On Tuesday, May 15. an REA Bor- 
Conference was conducted. 


LO. o'clock the 


morning. A panel discussion was held 


rowers’ 
commencing at in 
for two hours and the afternoon was 
held open for the borrowers to talk 


over individual problems with REA 


representatives from Washington, 
Frank Renshaw. Arthur Schartner 
and Ellsworth Johnson. These men 


participated in the panel along with 
). J. Nicholson and Kk. J. Jackson of 
the Public 


Wisconsin. 


Service Commission of 
The other two workshops. held on 
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MID-SPAN TRANSPOSITIONS... 


easily, accurately and economically installed 


with 





The Case span-point transposition bracket 
now makes it possible to transpose com- 
munication wires at any point of the line 
between poles, regardless of pole spacing 
...eliminates the need for special trans- 
position poles. This lightweight (only 3% 
Ibs. complete with insulators and bush- 
ings) non-corrosive, ruggedly designed 
bracket features insulators that roll thus 


aluminum span-point 
brackets 


protecting wire insulation in stringing and 
reducing installation time. It is the only 
bracket designed especially for mid-span 
transpositions. 

All Case transposition brackets come 
equipped with a special rubber bushing... 
in the event of glass insulator breakage, 
the line wire falls on the rubber bushing, 
with no loss of communication service. 


SOLD BY LEADING DISTRIBUTORS IN THE U. S. 


CASE BRACKETS .. . STRONG, LONG-LASTING, ECONOMICAL, 


ESPECIALLY ADAPTED FOR 


CARRIER-CIRCUIT CONSTRUCTION 


Write today for free illustrated brochure. 


TRANSANDEAN 
304 MAIN STREET, 


ASSOCIATES, INC. 
ORANGE, NEW JERSEY 








se 


SPAN-POINT 
BRACKET 
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crossings 





MANAGEMENT 





HIGH-STRENGTH SPAN- 
POINT BRACKET... 
long spans and river 


for 


6! 











arrier \“\upply . units 











* 
»Y 
y » 
é 
vs . 
a Model CS-1 with 
cover removed to 
¢ show components. 


FLOTROL CARRIER SUPPLY UNITS are designed to 
. supply regulated 130 volt plate current for carrier or 
u ‘ repeater operation. The units normally operate from 
; : 115 volt 60 cycle single phase power supply, and will 
automatically transfer to a built-in standby vibrator 
which operates from the exchange battery upon power 
oe , interruptions, maintaining uninterrupted plate current 
during power failures. Regulated voltage is maintained 
during both normal and standby operation. CS units 
are housed in attractive light gray steel cabinets, and 
can be mounted on the wall or in a 19-inch relay rack. 


Sus-crcif 


1122 F STREET © LORAIN, OHIO ©® TELEPHONE 81171 
POWER EQUIPMENT FOR COMMUNICATIONS AND INDUSTRY 


Thornhill 
P ublishing 


Company 





Subscribe Now 


If you are not a regular reader 
of TELEPHONE ENGINEER AND 
MANAGEMENT you will prob- 
ably wish to place yourself in 
position to receive your own 
personal copy of each issue .. . 
24 big issues that will be of help 
A Division of to you every day throughout the 


Western Utilities Corporation year. 


TELEPHONE 
DIRECTORY 
PUBLISHING 


Selling — Printing — Engraving 


TELEPHONE ENGINEER & 
MANAGEMENT 

7720 Sheridan Road 

Chicago 26, Illinois 

Please send TELEPHONE ENGINEER 
& MANAGEMENT to me for 1 year. 


Production 


Counsel for Advertisers 


OUR 10TH YEAR 
OFFICES: 


San Francisco, Calif. 
Everett, Wash. 
Kilgore, Texas 


(Please 


Company 


Call any of our offices Street Address or Box Number 


for a free estimate 


on your directory potential! 
City 








Thursday morning, May 15th. con- 
centrated upon Commercial and Plant 
problems. Principle point of discus- 
sion during the commercial panel was 
the telephone directory listing racket 
that has recently invaded Wisconsin. 
Wade L. Cash. United Telephone Co.. 
Monroe. moderator of the Commer- 
cial discussion, said that the opera- 
tors of the scheme send statements 
to merchants resembling the regular 
bills sent for listing in the classified 
section of the telephone directories. 

“Return this solicitation with pay- 
ment now or listing will not appear,” 
says a bold faced box on the face of 
the statement. Many merchants do not 
read the fine print, which says that 
the listing will not appear in a tele- 
phone directory, but in a special 
‘business directory,’ Cash said. 

Cash said that businessmen in sev- 
eral Wisconsin communities. includ- 
ing Monroe, and Wisconsin Rapids, 
had been victimized. “The mailings.” 
he said. “are timed almost at the iden- 
tical time that a legitimate directory 
solicitation crew is closing up.” 

Telephone companies were advised 
to combat the racket through news- 
paper publicity and cooperation with 
their various Chamber of Commerce. 

Men participating in the Plant 
Workshop explained that merchandis- 
ing has also become the concern of 
the plant employe as well as the 
commercial, and outlined many op- 
portunities and methods of capitaliz- 
ing upon them, whereby plant people 
can aid in the increase of monthly 


Ray J. Riordan. 


revenue, 


Illinois Association Meets: 
Schroeder Elected President 


HILE COURTS have ruled that 
adequate rates for a utility can- 
not be made contingent upon serv- 
ice improvements, there is a definite 
relationship between the two in the 
minds of regulatory officials in con- 
sidering rate applications, Cyrus J. 
Colter of the Illinois Commerce Com- 
mission told members of the Illinois 
Telephone Association at their annual 
convention in Peoria, IIL. 
“When a commission’s confidence 
is shaken regarding service it can- 


not help having some misgivings 
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Directors of the Illinois Telephone Association and guests: (Back row, I. to r.) 
K. L. SCHROEDER, vice president, Northwestern Tel. Co., Freeport: A. T. 
RENN, general commercial agent, Illinois Bell Tel. Co., Chicago: W. R. 
McGREW, district mgr., Middle States Tel. Co. of Hl, Park Ridge: GORDON 
ALLER, general mgr., State Area, Illinois Bell Tel. Co., Chicago: BEN B. 


BOYNTON, general counsel, Illinois Telephone Ass’n., Springfield; M. A. 
KUGLER, pres., Okaw Commercial Tel. Co., Okawville: DONALDSON 


COOMBES, connecting co. agent, Southwestern Bell Tel. Co., St. Louis, Mo.: 
J. G. HARDY, secretary, Illinois Telephone Association, Springfield. (Front row, 
l. to r.): BURTON W. SAUNDERS, president, General Tel. Co. of Ill, Spring- 
field; DANIEL SCHAEFER, general megr., DeKalb-Ogle Tel. Co., Sycamore: 
ROLAND SCHMIDT, president, Home Tel. Co., St. Jacob; CLIVE W. HAAS, 
president, U-S-I-T-A, Big Timber, Mont.: R. W. BRITT, vice president, General 
Tel. Co., of Ill, Springfield: RAY J. ALTER, general mgr., Intra State Tel. Co., 
Galesburg: RUSSELL LOGUE, vice president, C.T.&N. Tel. Co., Casey. 
Ray J. Alter, 


J. G. Hardy. secretary; 





about making additional gross rev- 
enues available to a company it can- 
not be sure that the result will be a 
definite strengthening of the com- 
pany's overall financial condition so 
that it may more effectively carry 
out its responsibilities to the public 
and to its investors.” Commissioner 
Colter said. 

Other speakers at the annual con- 
vention included O. W. Tuthill. gen- 
manager-merchandising of the 


Bell Co.. 


-tressed the “effective. 


eral 
Telephone who 


that 


Illinois 
theme 
hard-headed = merchandising — repre- 
sents important profit opportunities 
for the telephone business” and “it 
may well mean the difference between 
financial success for our company 
ind tottering on the edge of sur- 
vival.” 
Other convention speakers includ- 
ed John M. Skube, capital stock as- 
essor, Department of Revenue, State 
f Illinois; J. L. Buford, superintend- 
nt of schools. Mt. Vernon, Ill.; Clive 
W. Haas, president. United States In- 
ependent Telephone Association, Big 
imber. Mont.; Reverend Wil- 
im E. Skaddem, Springfield, IIL. 
Officers elected by the association 
e: K. L. 
‘lephone Co., Freeport, president: 


iniel Schaefer, DeKalb-Oele Tele- 


one Co., Sycamore, vice president; 


and 


Schroeder. Northwestern 
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Intrastate Telephone Co., Galesburg. 
Ben B. 


Springfield, general counsel. 


treasurer: and Boynton, 

Directors re-elected to serve for a 
period of three years are: R. A. 
Lumpkin. Illinois Consolidated Tele- 
phone Co.. Mattoon; W. R. McGrew. 
Middle States Telephone Co.. of Tb. 
Park Ridge: A. T. Renn, Illinois Bell 
Chicago: Burton W. 
Saunders. General Telephone Co. of 
Ill.. Springfield: and K. L. Schroeder. 
Northwestern Telephone Co: 
port. Ill. R. W. Britt. General Tele- 


phone Company of Ill. Springfield. 


Telephone Co.. 


Free- 


was elected to a 2-vear term. 


Indiana Association Holds 
38th Annual Meeting 
ITH AN attendance of 600, the 
Indiana Telephone Association 
held its 38th annual convention May 
7-8 at the Claypool Hotel. Indianapo- 
lis. Indiana. 

Speakers at the two-day meeting 
were: Indiana Association President. 
Francis Simpson, Winchester; Russel 
R. Hirschman, assistant vice presi- 
dent, Indiana Bell Telephone Co., In- 
Dr. Byron K. 


president Wabash College, Crawfords- 


dianapolis: Trippet, 


ville; George A. Schumacher, secre- 
tary-treasurer, Indiana Telephone As- 


sociation: John Barnett. director. tax- 
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ONE MAN 
CAN MEASURE 
FASTER, 
-MORE 
ACCURATELY 











Take all your out- 
door measurements 

this modern, time sav- 
ing way. ROLATAPE re- 
duces the risk of human error, 
since it records precise measure- 
| ments in feet as it is rolled along— 
_ automatically and in full view 
of the operator. Sturdy, light- 
weight; equipped with auto- 
matic brake and built-in 
stand. Handle folds 
compactly. 




















____Write Today for Complete Details 
ROLATAPE, Inc. 

1741 14th Street, Dept. TE-7 

Santa Monica, Calif. 


Sat 


Send me free details on ROLATAPE: 
Name 

Firm 

Address 


City, State 
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BORING TOOLS 


pole, crossarm, and 


ber work... 








BELL HANGERS’ 
DRILLS 


ANGLE SCREW 
DRIVER 


GREENLEE 


Whether you need to bore deep or 
shallow holes, small or large, there is 
a GREENLEE bit or drill for the job! 
Various lengths and styles for electric 
drill or hand-brace use. All of highest 
quality materials and correct design 
for easy boring, clean cutting, and 
long life under hard usage. Stocked by 
leading telephone supply distributors 

. see yours or write direct for 
literature. 


GREENLEE TOOL CO. 


2007 Columbie Avenue, Rockford, Ill. 
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ation department, Indiana State 
Chamber of Commerce; and Frank 
Travers, vice president, American 
Indian- 


United Life Insurance Co., 


apolis. 

Directors elected are: Hugh A. 
Barnhart, president, Rochester (Ind. ) 
Telephone Co.; James H. Shultz, gen- 
eral manager, (Ind.) 
Home Telephone Co.; James Van 


Richmond 


deVusse, executive vice-president, 
General Telephone Co. of Indiana, 
Inc.. Fort Wayne, and Virl Watkins, 
general manager, Princeton, (Ind.) 
Telephone Co. 
Directors Ralph F. Lucier, presi- 
dent and general manager, United 
Telephone Co. of Indiana, Inc., War- 
saw, and E. C. Mull, general man- 
ager, Knightstown, (Ind.) Telephone 
Co. were relected. Frank F. 
Fort Wayne, R. D. 
chester, and S. K. Trippett, Prince- 


ton. were elected honorary directors 


Bohn, 


Pontius. Ro- 


of the association. 
tak 
Telephone Co., Decatur, was elected 


Ehinger, president Citizens 


president. Other elected officers are: 
Ist Vice-President, L. H. Meyer, 
president, General Telephone Co. of 
Indiana, Inc., Fort Wayne: 2nd Vice- 
President, G. A. 
dent United Telephone Co. of In- 


Steele, vice-presi- 
diana, Inc., Warsaw: and Secy-Treas- 
urer and General Manager, George 
A. Schumacher, Indianapolis. 

At the banquet on May 7th the 
Merit Award of the Tele- 


phone Association was awarded to 


Indiana 








Lawrence C. Wright and Robert J. 
Lenz, linemen of Indiana Bell Tele- 
phone Co., for the heroic rescue of a 
14-day old infant from a_ burning 
trailer, and a Certificate of Merit 
was awarded to Francis Simpson, 
general manager, The Eastern In- 
diana Telephone Co., Winchester, fo1 


his two years of service as president 


Pennsylvania Group Meets; 
Sordoni, Jr., Elected Pres. 
HE 102 telephone 
companies in Pennsylvania plan 
to spend $30,000,000 on construction 


Independent 


during 1958, Executive Vice Presi- 
dent A. C. Herbert of the Pennsy!- 
vania Independent Telephone Associ- 
ation told members of the group at 
their annual meeting in Bedford last 
month. 

The $30,000,000 total is 206% high- 
er than the record set in 1956. Mem- 
bers of the 
over 720,000 telephones in Pennsyl- 


association now. serve 
vania. 

Officers elected at the annual meet- 
ing are: A. J. Sordoni, Jr., Common- 
wealth Telephone Co., president: b. 
V. Cobler of the Rural Telephone Co. 
in Knox and W. M. Gottschall of thi 
Carbon Telephone Co. in Lansford. 
vice presidents; G. B. Rudy, Jr.. York 
Telephone & Telegraph Co.. treasur- 
er: Mr. Herbert. executive vice presi- 
dent: and M. Ethel Cunningham. 
secretary. 

Directors of the Pennsylvania asso- 
are: B. V. 


ciation Cobler, general 


ao ae 


FRANCIS SIMPSON (left), Winchester, retiring president, Indiana Telephone 
Assoc. and C. D. EHINGER, Decatur, newly elected president. 
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ANNOUNCING 
tems engineering and equipment installation 


Henkels & McCoy announces the ex- 
pansion of its Systems Engineering 
and Equipment Installation services 
into a full department with the ap- 
pointment of R. B. Wiseman as man- 
ager. In his new capacity Mr. Wise- 
man will direct all activities in these 
fields and will operate from the Elk- 
hart, Indiana office. 


Bob Wiseman has served the. tele- 


R. B. Wiseman Joins Henkels & McCoy 
of Systems Engineering and Equipment Installation 





As Manager 


an expanded service in sys- 


phone industry for many years In en- 
gineering, production and installation 
of dial central office and associated 
equipment. He has also been active 
in field application engineering for 
communications systems. 


More recently he has served in an ex- 
ecutive capacity directing sales, engt- 
neering, installations, and service per- 
sonnel. 


Operating in 30 States 


i Henkels % McCoy, prominent in the telephone industry for many vears, has 

, skilled personnel and equipment to do all types of telephone engineering, rate 
and toll separation studies, central office installation and outside plant con- 
struction. We also specialize in maintenance and repair service of telephone 
equipment and outside plant. 


HENKELS & McCOY 





6100 North 20th Street, Philadelphia, Penna. TEnnessee 9-7000 
Box 270, Elkhart, Indiana. 2-5650 
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Officers and Directors of the Pennsylvania Independent Telephone Association, |. to r., 
PAYNE; G. M. KEEFER: W. M. GOTTSCHALL vice president; B. V. COBLER, vice 
R. THURSTON: G. B. RUDY, JR., treasurer; J. K. STOLTZFUS; 2nd. row: G. A. 


executive vice president; H. G. 


president: A. N. SEWARD; L. 


Ist. row: A. C. HERBERT, 


RUHL: L. F. SHEPHERD; H. Y. SMITH: 3rd. row: K. B. SCOTTE; A. J. SORDONI, JR., pres.-elect; R. B. SCOTT. 


manager. Rural Telephone — Co., 
Knox: W. M. Gottschall, general man- 
ager, Carbon Telephone Co., Lans- 
ford: G. M. Keefer, general manager. 
North Pittsburgh Telephone Co., Gib- 
sonia: H. G. Payne, president, Mur- 
raysville Telephone Co.. Export; G. 
b. Rudy. Jr.. president. York Tele- 
phone & Telegraph Co.. York: G. A. 
Ruhl. manager. Buffalo Valley Tele- 
phone Co.. Lewisburg: K. B. Schotte. 
general manager, Kittanning Tele- 
phone Co.. Kittanning: R. B. Scott. 
president. South Penn Telephone Co.. 
Waynesburg: A. N. Seward. vice 
president, | Jamestown 
Corp.. Jamestown; L. F. Shepherd, 
president. General Telephone Co. of 
Pa.. Erie: H. Y. Smith, president, 


Telephone 


Columbia Telephone Co.., Columbia: 
A. J. Sordoni, Jr., president, Com- 
monwealth Telephone Co., Dallas: J. 


Kk. Stoltzfus. president. Conestoga 


Telephone & Telegraph Co.. Birds- 


boro: and L. R. Thurston. president 
United Telephone Co. of Pa.. Harris- 


bure. 


Donald McKelvie Named 
Pres., Northern Tel. Co., Ltd. 
DIRECTORS of Northern Tele- 


phone Company Limited have named 


Donald MeKelvie president’ of the 


company to fill the vacancy caused 
by the death of the former president. 
KF. LL. Hutchinson. 

VeKelvie joined the company in 


1937, was elected as director in 1950. 
and appointed general manager in 
1952. He will continue to act as gen- 
eral manager of the company. 

Richard A. H. Taylor was appoint- 
ed vice-president. Taylor has been a 
director of the company since 1919. 
He is president of the George Taylor 
Hardware Limited. 

Rowan T. Hutchinson was elected 
a director to fill the vacancy on the 


beard. 


U nited Telephone Company 
Announces Six Promotions 
J. G. KREAMER, vice president in 


charge of general operations for the 


United Telephone Companies — ol 


Arkansas. Kansas. and Missouri. sub- 


L.to r.: €. D. EHINGER, Decatur, newly elected president L. to r.: WILLIAM LEBO, chief engineer, Public Service 


Indiana Tel. Assoc.: Commissioner GARLAND G. SKEL- 
TON: association Ist V.P., L. H. MEYER, Ft. Wayne. 


Members of this Indiana convention group are (I. to r.): 
S. K. TRIPPETT, Princeton: JACK CLUEN, Warsaw: 
and BECHTEL WINGER. 
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commission of Indiana; S. K. TRIPPETT, Princeton; 


Commissioner IRA HAYMAKER, Franklin. 


L. to r.: Public Counselor GEORGE DIVEN; Indiana Com- 
mission Setcretary GEORGE G. CLINE: and Commission 
Chief Accountant, JOHN McGLONE, all of Indianapolis. 
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The All New Terminating 
Board Model TBZ 


| for use with the Murphy Cable Tester 


| We'll gladly send one TBZ Terminating Board 
to each division or area for a 30 day free trial. 
No obligation! If you don’t see that the fabulous 
TBZ will save you money, save hours of time, is 
simpler to use, and has a wider variety of uses, 


send it back in 30 days and there will be no charge. 


TBZ’s simplified construction uses only ten 
standard binding posts instead of 20 special ones 
... ten slots instead of 101 holes as in standard 
tag-boards. No holes to thread wires through. Lay 


them speedily in ten clearly numbered slots. 





NEW wrIiGHT 
Type C’ Pull-A-Ways 


FOUR SIZES « %, 1/2, 3 and 6 Tons 


FEATURES r~ 
gn m ’ 
Fics e Lubricated forlife : 
® e Hooks 


are drop-forged 

e Special alloy- 

steel chains 

e Chain sheaves 

% of drop-forged 

\ alloy steel 

e Gear teeth cut 

to precision limits 

e Load brake 

is dependable 

and safe 

e Weights: 
3%4-TON, 14 lbs. 

114 -TON, 23' lbs. 

3-TON, 36! lbs. 

we 6-TON, 63 Ibs. 


Write to York, Pa., office for | 
complete information % 


io. 8 6s 8 8 ee ee © 





{ Pete es bre 


Wright Hoist Division 
AMERICAN CHAIN & CABLE 


York, Pa., Atlanta, Chicago, Denver, Detroit, Houston, Los Angeles, 
New York, Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn 
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30 Day Free Trial Offert 





Cr (44MH) or 
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Only $25 each. Greater savings when ordered 
in quantities. Write for additional information on 
the TBZ as well as a complete brochure of all 


Murphy products for the telephone industry. 


MURPHY v4 


ENGINEERING LABORATORIES, Ine. 


4419 Tulsa Houston 24, Texas 


CiSz2 TYPrSG 
LOAD COIL CASE 





C652 (88MH) coils’ encap- 
sulated in plastic. Anewff 
smaller size for mounting 
directly in plastic cable 
splice-terminal cases. 
TYPE NO.COILS MAX.LGTH. 





C152A 1-3 3°? 
C152B 4-9 6%’’ 
C152C WRITE TODAY FOR 









BUTELCO CIRCULARS 
158-A AND 258-C 


ARKWAY 
PEDESTAL 
TERMINAL 


For loading plastic direct 
burial cables. Uses types 
C637A (88MH) or C637B (44MH) 
coils. 6 to 26 pair blocks 
loaded only as needed. All 
steel construction provides 
an easy access for testing, 
splicing, connecting or for 
buried drop distribution. 


10-18 33** 






WRITE FOR CIRCULAR ON CEECO 
LOADING COIL SPECIFICATIONS 


You'll Find The CEECO Equipment You Need at 


BUCKEYE TELEPHONE & SUPPLY CO. 


P.O. Box 5707 WHUdson 8-0655 Columbus 21, Ohio 
















































sidiaries of United ULtilities. Inc.. 
Abilene. Kans., recently announced 
sIX Management promotions and 
transfers. 

Dee Adams has transferred to 
Abilene. Kans.. 


and treasurer of the Central Kansas 


becoming secretary 


Power Co. and the Union Electri: 
Co., the power and merchandising 
subsidiaries of United Utilities. Inc. 

Adams has served as general com- 
mercial superintendent for the tele- 
phone properties since 1952 and will 
assume the additional duties of assist- 
ant secretary and treasurer of the 
United Telephone 
Arkansas. Kansas. and Missouri. 


Adams graduated from the Uni- 


Companies — of 


versity of Kansas in Business Admin- 
istration and joined the auditing di- 
vision of the United System’s general 
accounting department in 1922. From 
1930 to 1937 he was traveling auditor 
for United's Kansas and Missouri op- 
erations until appointed secretary- 
treasurer of the Arkansas and Mis- 
souri United properties. In 1910 he 
was promoted to division commer- 
cial and traffic superintendent for 
Il exchanges in Missouri and Ar- 
kansas. retaining this position until 
promoted to his former position of 
general commercial superintendent. 
Verne E. 


general commercial superintendent. 


Hix has been named 


assuming the direction of the com- 
mercial department for the telephone 
firms, succeeding Adams. 

Hix is a graduate of the Fairfield. 
la., high school and entered the in- 
dustry as a lineman with the lowa 
State Telephone Co. in 1939. After 
serving in World War II in the South 
Pacific Theater with the Army Signal 
Corps from 1942 to 1945, he trans- 
ferred to the Central Missouri and 
Arkansas Associated Telephone Com- 
panies at Warrensburg. Missouri. as 
plant = superintendent. Upon — the 
merger of these properties with the 
United System. he was transferred to 
the firms’ Kansas City offices as pur- 
chasing agent and plant engineer, and 
subsequently was promoted to  out- 
side plant and station engineer, con- 
tinuing in that position until the 
present, 

John W. Herdt, Jr. has been pro- 


moted to the position of outside plant 
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VERNE E. HIX 


and station engineer, succeeding Hix. 
Herdt was employed by the United 
Telephone Co. of Kansas, Inc. in 
1913 and has many years’ experience 
as equipment supervisor. In 1956 he 
was promoted to the position of as- 
sistant outside plant and station engi- 
neer for the United Arkansas. Kansas. 
and Missouri properties, continuing 
in this capacity until the present. 

Eddie Mares has been transferred 
from his position as equipment super- 
visor at Russell, Kans... to assume 
the newly created position as dial 
equipment maintenance engineer in 
the firms’ Kansas City offices. Mares 
will be responsible for the mainte- 
nance of dial equipment and the co- 
ordination of future dial conversions. 

Charles B. White has been named 
assistant district manager for the 
Maryville District of the United Tele- 
phone Co. of Missouri, after trans- 
ferring from his combination “B” 
position at Horton, Kans. 

Wilmot W. Poese has assumed the 
newly created position of district 
commercial and traffic supervisor 
for the Rolla District of the United 
Telephone Co. of Missouri, transfer- 
ing from his combination “B” duties 


at Salem. Mo. 


Ray Sells Purchases 
Pacific Junction Tel. 

RAY SELLS, owner and operator 
of Farragut (la.) Telephone Co.. has 
purchased the Pacific Junction (la.) 
Mutual Telephone Co. Gary Sells. will 
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be in charge of the Pacific Junction 
operation. Sells plans to begin a 
$75,000 expansion program on the 


system in the spring of 1959. con- 


verting to dial phones. 


United Utilities, Inc., Buys 
Columbia Utilities Company 

D. O. HOOD and Ernest R. Hood. 
principal owners and managers of 
Columbia Utilities Co., Medford. 
Ore.. have announced the sale of their 
telephone system to United | tilities. 
Ine. 

Columbia Utilities Co. and _ its 
wholly-owned subsidiary, California- 
Oregon Telephone Co:, presently 
serve about 5,000 telephones and O})- 
erate an extensive toll network in 
Oregon and California with head- 
quarters at Medford, Ore. 

Service is provided through 12 dial 
exchanges located in prosperous and 
erowing regions, including Cratet 
Lake National Park. The Hood 
Brothers report assets of approxi- 
mately $1,400,000 and annual rev- 
enues of $530,000. 

United Utilities, Inc., with head 
quarters at Kansas City, Mo., is man- 
aged by Alden L. Hart, president and 
general manager. The United System 
is furnishing telephone service, ele: 
tric power, gas, water and propane 
services in portions of 15 states. Its 
other principal operating property on 
the Pacific Coast is Oregon-Washine- 


ton Telephone Co.. Hood River. Ore 


General of Indiana 
To Serve Arlington 
LAST MONTH officers of the Ar- 
lington (Ind.) Telephone Co. and th: 
committee appointed by the stock- 
holders signed the necessary papers to 
transfer the property and territorial 
rights of Arlington Tel. to the Gen 
eral Telephone Co. of Indiana. 
Lowell Hutchinson, a committe 
member said General Telephone wi! 


convert the system to dial. 


Ben Lomand Tel. Co-op. 

Purchases Centertown Tel. 
CENTERTOWN 

Telephone Co. has been purchase 


by Ben Lomand Rural Telephone 


(Tenn.) Hon 


operative at a price of $10,000. 


W. S. Slusher. general manager « 
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ALLEN KANDER 
AND COMPANY 


NEGOTIATORS FOR THE PURCHASE, SALE 
AND FINANCING OF INDEPENDENT 


TELEPHONE COMPANIES 





JAY G. MITCHELL 


| CONSULTING ENGINEER 
APPRAISALS—COST—PLANT 


| 7720 SHERIDAN ROAD 


j 
| 

CHICAGO 
| FOR MAIL BOX 523 EVANSTON, 
t 


ILLINOIS 










EDWIN T. MAHOOD 
Consulting Telephone Engineer 

| Kansas City 13, Missouri 

| 627 West 67th Street — Jackson 3-4452 
t 





CARL C. CRANE, INC. 


Consulting Engineers 


2702 Monroe Street, Madison 5, Wis. 
Telephone CEDAR 3-4210 





McGRATH 
ENGINEERING, INC. 
Consulting Engineers 


209 West 6th Street 
TOPEKA, KANSAS 


Telephone CEntral 2-2358 





Station Installers 
Central Office Installations 


‘onstruction Crews 


4ENKELS & McCOY 
00 No. 20th Street Philadelrhia, Pa. 
Now Operating in 30 States 


ible Splicers Complete Engineering 
| 
| 


OFFICES LOCATED AT 


hart, Ind. ; Tel. 2-5650 
iland, Ohio Tel. 3-7543 
Johns, Mich. Tel. 966 
omington, II]. ..Tel. 6-1850 

Tel. 9-2542 


la, Fla. Tel. Marion 9-1284 


| ~ ofield, Wisc. 
FORMANCE Has Built Our Business 


— 
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WASHINGTON 


1625 Eye Street, N.W. 

NAtional 8-1990 
NEW YORK 

60 East 42nd Street 

MUrray Hill 7-4242 
CHICAGO 

35 East Wacker Drive 

RAndolph 6-6760 
DENVER 

1700 Broadway 

AComa 2-3623 


DIAL REBUILDING 
Telephone Repair & Supply Co. 


1760 W. Lunt Avenue, Chicago 26, Ill. 





Consulting, Engineering, Instal- 
lation and Construction 
There is no substitute for Experience 
We've had it. 

Gene R. Daubendiek, Pres. 
Telephone Construction, Inc. 
EVergreen 6-2626, Jefferson, la. Box 267 
After Hours EV 6-2313 





Communication Systems, Electric Transmis- 
sion and Distribution Systems 


ASSOCIATED ENGINEERS, INC. 
CONSULTING ENGINEERS 
1127 Alderson Ave. 
Billings, Montana 
TEL. 2-4113 


SLOAN, COOK & LOWE 


CONSULTING ENGINEERS 
SUITE 1344 


120 South La Salle Streei 
CHICAGO 
Appraisals—Original Cost Studies 
Investigations 


Depreciation, Financial, and Cther 


UTTERE 
PLANT 


DAIL 05.220 
(0. 


Missouri 


ao 
Construction 
45 North Clark Street @ Sy 


Ilivan 
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EVERYTHING 


In Telephone Printing 





suTtLceE SE -@ oy 
EQUIPMENT CORP 


LAWRENCEVILLE, ILL PHONE: 782 





INSPECTION SERVICE 


“AT TIMBER TREATING PLANTS.” 
Of poles, crossarms, and preservative 
treatments. Analysis of wood preservatives. 
Consulting and specifications writing. 
A. W. WILLIAMS INSPECTION CO., INC. 
MOBILE, ALABAMA 
Inspectors stationed throughout the U.S.A. 





TUDOR AND YAGER 
INC. 


TELEPHONE CONSTRUCTION 
TIPTON, INDIANA 
Phone OSborne 5-2267 


ees 1 ee 


] HYDRAULIC CONTROLLED 


Hs we > =e op Oc ac: 
EARTH BORING MACHINES 


WYOMING VALLEY EQUIPMENT DIV. 
714 WYOMING AVE., KINGSTON, PA. 


Vv 








ADHESIVE WALL CLIPS 
eanec TELEPHONE WIRES 


ON TILE, METAL, GLASS, MARBLE, ETC. 


NO HOLES! [HUGE Ag al] NO DRILLING! 







RAIL or TRUCK DELIVERY 


Pressure-treated to your specifications. 16 sales 
offices, 34 plants serving you. See Yellow Pages, 
write or call Pittsburgh EXpress 1-3300. 


KOPPERS COMPANY, INC. 
Wood Preserving Division 


TELEPHONE ENGINEER 
AND 
MANAGEMENT'S 

CLEARING HOUSE 


TO LOCATE WORKERS— 
JOBS— 
MERCHANDISE 
a 
A SMALL AD COVERS 
THE FIELD 
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ADVERTISING, Directories — General Tele- 
phone Directory Co., 1800 Oakton Street, 
Des Plaines, Ill.—[ADV. 1| 





BELTS — CLIMBERS — COMPLETE LINEMEN’S 
EQUIPMENT, W. M. Bashlin Co., Bashlin 
Bldg., Grove City 1, Pa.—[{ADV. 2] 





BOOTHS—Acoustic Telephones — Sherron Me- 
tallic Corp., 1202 Flushing Ave., Brooklyn 
6, N. Y.—[ADV. 3) 





BORING MACHINES, EARTH — Highway 
Troiler Co., Edgerton, Wisc.—[ADV. 4] 





CORDS, Switchboard (with or without plugs), 
Instrument (straight and retractable in 
eleven colors). — Commercial Cord & Supply 
Co., Inc., 26 Main St., Clifton Springs 
N. Y.—[ADV. 5] 





CORDS, Switchboard & Telephone — Runze/ 
Cord & Wire Co., 4727-31 Montrose Ave., 
Chicago 41, fll._—[ADV. 6] 


POLES, Southern Yellow Pine — Taylor Col- 
quitt Company, 217 E. Main St., Spartan- 
burgh, S$. C.—[ ADV. 7! 





POLES, Southern Yellow Pine — Texas Creo. 
soting Co., Orange, Texas.—[ADV. 8] 


PROTECTIVE EQUIPMENT — Reliable Electric 
Company, 11333 Addison St., 
Park, Ill_—[ADV. 9} 





TELEPHONE EQUIPMENT AND SUPPLIES — 


Lunt Avenue, Chicago 26, Il._—[ADV. 10] 





WIRE, Insulated — DATED DROP WIRE — 


WIRE, Insulated Drop and Bronze or Copper- 
weld — Acorn Insulated Wire Co., Inc., 36 
Freeman St., Pawtucket, R. 1.—[ADV. 12] 
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Franklin 


Telephone Repair & Supply Company, 176C 


Neoprene or Weatherproof — Alphaduct 
Wire & Cable Co., New Brunswick, N. J — 





15, 


the January sales to nearly $8 million 
sold in May. 

Upstate sales in May reached their 
highest monthly total in the territory 
since 19.10! 

| like some of the stories that have 
come to hight. 

In one of our Manhattan business 
offices, a cashier noticed the names 
signed on many of the checks she was 
receiving did not match those listed 
on the bills. This gave her an idea. 
and she began passing their names 
along to our business office repre- 
sentatives as leads for additional list- 
ings. 

One of our salesmen. on a visit to 
a brokerage house. sold the manage- 
ment on using color phones for iden- 
The 


red for emergency 


tification house or- 


10 to 50 


purposes. 
dered 
phones, blue for others. etc. 
An installer who had been trans- 
ferred to sales got the idea of eating 
in a different restaurant every day 
and trying to sell extensions to the 
restaurant owner on his lunch hour! 
Asa 


his neighborhood have extra phones 


result. a lot of restaurants in 


“Stepped-Up Selling” 


(Concluded from page 32) 


Photo of telephone display used by Northern Ohio Tel. Co. in the People’: 






these days many of them in color! 

These revenue figures are hearten- 
ing — particularly in times like these. 
But another important gain can come 
out of a strong merchandising pro- 
oram. 

Time and again. for more than 15 
vears. we have had to say “no” to 
our customers. Or we've said “You'll 
have to wait!” There was good reason 
for this. But throughout those years 
one fact was clear You can't build 
good public relations by saying “no.” 

| don’t know how long the Ameri- 
can public will put up with a steady 
diet of negative answers. It is a pati- 
ent and forebearing public when 
there seems to be a reason. But the 
plain fact is that we are in business 
to serve. and if we don’t serve. we 
may wake up some morning and find 
somebody else running the show. 

The best thing that has happened 
to the public relations of our indus- 
try is to get past the “no” barrier. It 
opens some fine and exciting pros- 
pects before us. Adapted from paper 
presented at the 1958 convention of 


the New York State Telephone Assoc. 

























Bank of Oberlin, Ohio. One end of the display consisted of old telephones and 
was labeled ‘Evolution of the Telephone.” In the center were pieces of cable 


of various types and the other end was made up of color telephones. 


At the 


beginning of the year a quota of color telephones was established for each 





exchange 
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2400 for the system. In five months employes sold 1422 sets, two in 
spectors sold 116 sets, and two cashiers accounted for 85 sets during this period. 




















the co-op, said Mr. and Mrs. J. W. 
Williamson, previous owners of the 
Centertown company, will continue 
to operate the exchange until Ben 
Lomand can effect the service change- 
over. New facilities will be added by 
the co-op and approximately 100 
miles of line will be built to serve 
230 additional customers. 
Acquisition of the Centertown ex- 
change gives Ben Lomand service 
rights to all of Warren County. The 
Dibrell system was purchased a few 


months ago. 


Stromberg-Carlson Names 
Woolley to Sales Position 
MYLES L. WOOLLEY, veteran 
sales engineer with Stromberg-Carl- 
son. has joined the Telecommunica- 
tion Industrial Sales Department and 


will concentrate his sales engineering 





MYLES L. WOOLLEY 


efforts in the industrial carrier and 
multiplex field. 
Woolley has been in telecommuni- 
ation for 35 years and with Strom- 
erg-Carlson for 18 years, serving 
n various sales and engineering ca- 
acities in three of the company’s 
ranch sales offices. as well as in the 
ome office. He returns to Rochester 
om the Kansas City branch sales 
fice. where, for the past nine years. 
‘has served Independent telephone 
mpanies throughout the Midwest. 
revious to that. in’ Rochester, he 
ld positions in the engineering de- 
rtment and national sales engineer- 
«. Earlier. in the company’s San 


incisco. branch = sales office he 
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HERE IS OUR... 
Type 177 


TERMINAL LOADING CASE 


for 6, 11, and 16 pair 
Rural Distribution 
Wire 

Cast aluminum combination termi- 
nal box and housing for loading 
coils. Designed to be used for rural 
distribution wire for 6, 11 and 16 
pair capacity and available in 8 
types to meet your requirements. 
Terminals are available with or 
without protectors and designed to 


accommodate loading coils of 
88 MH or 44 MH inductance. 





Type 177F 







Contains two pro- 
tected terminal 
strips complete with 
type 637A(88MH) 
or 637 B (44MH) 


coils. 






Contains one pro- 
tected terminal strip 
—no coils. 


Contains two non 
protected strips 
complete with type 


Contains two non 
protected strips — 





637A(88MD) or no coils. 
637B(44MH) coils. 

Types 177E Type 177H 
Contains two pro- ; Contains one non 
tected terminal protected strip—no 
strips—no coils. : coils. 








AVAILABLE THROUGH ALL 
TELEPHONE EQUIPMENT SUPPLIERS 


COMMUNICATION EQUIPMENT & ENGINEERING COMPANY 


5646 West Race Avenue Chicago 44, Illinois 
Phone EStebrook 8-3109 
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served West Coast companies in the 
position of sales engineer and _ sales 
representative. 

Prior to joining Stromberg-Carl- 
son Woolley gained valuable experi- 
ence through his associations with 
the Pacific Telephone & Telegraph 
Co.: Radio Corp. of America; Radio 
Sales & Service. Seattle. and the West- 


ern Electric Co. 


New Billing System 
Used by S. W. States 

NEW TYPE telephone bills pre- 
pared on high speed electronic and 
mechanical machines are being re- 
ceived this month by subscribers of 
The Southwestern States Telephone 
Co., Brownwood, Texas. 

The company is converting its sub- 
scriber billing system to modern 
“punched card” bills which will be 
sent to the subscriber as a postcard 
when there are no long distance 
charges to necessitate inclusion of 
long distance tickets. When there are 
long distance charges, the bill will be 
sent with the long distance tickets in 
an envelope. 

The conversion to the new type 
billing periods began June 6 and will 
be spread over 17 billing periods. 

D. T. Strickland, vice pres. & gen. 
mer., said, “The new type billing is 
considered the fastest and most mod- 
ern type of billing system in the tele- 
phone industry where there are a 


large number of subscribers, and will 



























Officials of General Telephone gathered in New York on May 21 for Factory 
Management and Maintenance magazine’s Awards Banquet at which was pre- 
sented an original Kent Day Coes water color of Automatic Electric Company’s 
new plant, cited by the magazine as one of America’s ten top plants of 1958 
from nearly 1,000 nationwide entries. From left to right are: GENE K. BEARE, 
president of Automatic Electric International; WALTER G. WRIGHT, vice 
president-operations, and LESLIE H. WARNER, executive vice president- 
manufacturing, General Telephone; HERBERT F. LELLO, president, Auto- 
matie Electric Co.; MATTHEW J. MURPHY, chief editor, Factory Management 
and Maintenance; JACOB B. TAYLOR, vice president-finance, General Tele- 
phone; and H. S. WILLIAMS, vice president and eastern district: manager, 
Automatic Electric Sales Corp. 


result in ultimate economies to the 


company. 


Stewart Brothers Announces 
New Communication Unit 
STEWART BROTHERS. division 
of Instrument Laboratories. has an- 
nounced the Stewart. Model M. Com. 


munication Unit, a unit specifically 


Watching the first of The Southwestern States Telephone Company’s new 
“punched card” bills being printed are, left to right, RAYMOND BLAGG, 
RICE, assistant machine accounting 
supervisor; HAROLD CHAPMAN, machine accounting supervisor; and PAT 
WEEKLEY, general auditor. The machine will print 100 lines per minute. 
At that rate, the company’s bills are addressed at the rate of 2,000 bills per 

hour and the bills are printed at a rate of 1,000 bills per hour. 


assistant to general auditor; HARREL 
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designed for intercommunication use. 


The unit enables — point-of-work 
communication in checking and 
aligning exchange equipment. It is 
a transistor powered amplifier with 
a combination transmitter-speaker. 
four self-contained penlight batteries 
and switching. Switch is nermally in 
listen position with spring return 
from one talk position and no spring 
return from other. 

According to the manufacturer th: 
unit can be heard 20-30 feet and the 
unit at each end can monitor and 
does not put any D.C. on line. 

Normal speaking voice into unit 
12 DB from 


line puts out sound sufficient to be 


puts +3 DB on line. 


heard many feet with volume con- 
trol on full. A volume control is pro- 
vided for adjusting listening sound 
level. and the unit has tip and sleev: 
jack for connection to line. With 
M471 test cord. having 600 ohm load. 
units may be operated through car- 
rier. 

Kon complete data write Stewart 
Brothers. Div. of Instrument Labes.. 
315 W. Walton Place. (Dept. 
TE&M). Chicago 10. TIL. 
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and years. That is unless it’s struck by lightning or 
something. This is a T-C pressure treated pole. T-C’s 
pressure teatment makes ‘em last. Our company 
uses T-C poles all the time. We found they last. . . 
almost from now on. 


Distributed by 


AUTOMATIC ELECTRIC SALES CORP. 
AND LEICH SALES CORP. 


TAYLOR - COLQUITT CO. 


SPARTANBURG, SOUTH CAROLINA 


PLANTS AT SPARTANBURG, SOUTH CAROLINA AND WILMINGTON. NORTH CAROLINA 
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Build lines to STAY 

with the 
CHANCE 
8-WAY! 


















This gives you a mole’'s eye view of what 
goes on below “see’ level when a Chance 8-Way 
Anchor is dropped into a hole the same size as the base 
plate and expanded into solid earth all around the hole. 







@ Me Lhe AAOUL UNDERGROUND OBSERVER 






8-Way Expanding Anchors give you all ‘round holding power 


side by side leave no wasted space 
between them—can be shorter, less 
apt to bend, and expand in a wide 
area of solid earth all around the hole. 





Only the Chance 8-Way Expanding 
Anchor, with its 8 rib-reinforced 
blades, expands into solid earth all 
the way around to form a pyramid- 
like square. 







Make the Chance 8-way your stand- 
ard for the kind of guying you can 
install and forget. Available from 
your anchor distributor, in sizes 
from 60 to 200 sq. in. in area. 






This design adds strength to expand- 
ing anchors. The pyramid enlarges 
the effective area of the anchor’s 
holding power. Blades that expand 







... and there are CHANCE ANCHORS for all other soil and guying conditions 


SAA BAAS 
¢ 


yea G2 


A B-CHANCS COe 


(A+B*CHANCE CO. of Canada, Ltd., Toronto) 





CENTRALIA 
MISSOURI 


CAS8-3 
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A. J. Bohnsack Dies 

ALVIN J. BOHNSACK, 66, presi- 
dent of the Germantown (N. Y.) 
Telephone Company, died June 17. 
Mr. Bohnsack’s death came about one 
month after he was hospitalized be- 
cause of injuries suffered when he 








ALVIN J. BOHNSACK 


was struck by a falling timber. The 
accident occurred May 16 during th 
demolition of a building. 

Born in Hillsboro, N. D., Mr. 
Bohnsack was the son of the late 
Charles Bohnsack and Hilda Krienk: 
Bohnsack. His 


months ago at the age of 98. 


father died several 
During his regime as president o! 
the Germantown Telephone Co., many 
improvements were made to keep the 
customers’ telephones in line’ with 
rapid advancement. 
Internationally known in Lions 


Mr. Bohnsack founded th: 


Germantown Lions Club. As a chartei 


circles. 


member, he was elected its first pres 
dent and had served as district go\ 
ernor for Lions’ International. H: 
was a member of the Hudson Lode 
of Elks No. 787, the United Stat 
Independent Telephone Associatio: 
and the Telephone Pioneers of Ame: 
ca. 

Mr. Bohnsack 
widow, the former Lovina Hardy: 
daughter. Mrs. Warren 


two sons. Donald and Warren Boh 


is survived by h 
Leipshut 


sack of Germantown: a brother Loi 
Bohnsack of Fargo, N. D.; two s 
ters. Dr. Eleanor Crim of Fargo, a: 
Miss Bohnsack of Sheldé 
N. D. 


Freida 


















The big picture 


Broad...clear...open. It’s America’s changing pattern of living, as 
households, businesses, industries spiral outward from the 

cities. 4,100 separately owned Independent telephone companies 
are part of this picture...providing modern service to spreading 
suburbs and communities in 47 states. There’s room to grow 
where Independents serve. Their 3 billion dollars in telephone 
plant and equipment is an investment in the nation’s future. 


story of America’s Independent telephone industry! Write to Dept. 26, 438 Pennsylvania Bldg., Washington, D.C. 


INDEPENDENT TELEPHONE COMPANIES 


U.S. Independent Telephone Association 


helping you reach all America Pennsylvania Building, Washington, D.C. 
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CLASSIFIED ADS — Published in each issue of Telephone Engineer & Management. Forms close on 
10th of month for issue dated the Ist, and 25th of month for issue dated 15th. Rates are 15 cents a 
word except for Situation Wanted ads, which are 10 cents per word. In figuring cost of ads, count each 
word of address in number of words used. Ads payable in advance. Minimum charge $2.00. Rates for 
display ads on request. Send copy and Box number replies to Telephone Engineer Pub. Corp., 7720 


N, Sheridan Rd., Chicago 26, Ill. 







, 
WANTED HELP WANTED FOR SALE 









HELP 








CABLE SPLICERS, Station Installers, | pOR SALE: Kellogg 6-800 common bat 


INSTALLATION Equipment Installers, Linemen, Experi- tery switchboard, associated power equip 
FOREMAN-SUPERVISORS enced men needed. Steady work, good pay. | ment and distributing frame. 600 common 


Henkels & McCoy, 1211 Kenmore Avenue, battery lines. 80 common battery rura! 
Kellogg Switchboard & Supply Elkhart, Indiana, or 6100 N. 20th St. | Jines. 20 common battery pay station lines 
Co., a progressive-expanding Philadelphia, Pa. 20 ring down lamp signal toll lines. | 














felecommunication manufactur: | MANAGER: Telephone System, 2000 sta | HM¥P Hg al tal nes Cook main di 
er has several openings for tions, located in east-central Hints. Must class condition, Priced for quick sale. All 
men with a minimum of 5 years be experienced in all phases of telephone or part. Contact: Oscar Bruner, North 
i tral ffi Speretions. Fiat: Lewars Spee OF ene eastern Telephone Corp., London, Ky 

experience as ann oe orrice cation, experience and salary requirements | nak ‘ 

equipment installation oreman together with picture to: W. \. Parker, | NINE-POSITIONS of Common Batter. 
or supervisors. These positions a Telephone Company, Palestine, Universal Cord Circuit Kellogg 6-800 
require familiarity with all — Switchboard. Now in operation to be re 


placed with new toll board Jan. 1, 1959 
Will consider selling in sections, Equipped 
with: 500 common battery subscriber lines 





phases of dial or manual equip- MANAGER: Mature manager for a pro 
ment installation and testing. gressive medium-sized telephone company 







° in a rapidly expanding territory in the : 
You will travel and work on far west. System training preferred. Give of which 300 can be converted to mag 
commercial and government references, qualifications, personal infor neto, 20 interposition trunks, 80 ring-dow1 
trunks with dial jacks and busy lamps 






projects, foreign & domestic mation and wages expected. Reply Box as : rgsce egg : 
° : ° 16, c/o Telephone Engineer & Mgmt. Q dial trunks equipped with dial jacks 
in the capacity of eer : and busy lamps, 15 cord circuits on each 
over large central office instal- position, 5 frequency divided harmon 
lations. WANTED: Well qualified cable ringing, capacity 200 additional local lines 


To qualified applicants splicers and helpers, Write: and 40 additional trunk circuits, complet 













. with all power and ringing equipment 
Neale Construction Company, ready to put into operation. West Jersey 


Kellogg offers: 3100 Topeka Ave., Topeka, Kan. lelephone Co., Belvidere, New Jerse 


MANUAL RELAYS 


time and a half for over 
40 hours, plus expenses for 
Automatic Electric Type 
Many Different Coils Such as | 






















7 days a week. 

@ Company paid retirement 
plan. 

@ Group Insurance 



























: 280026 280050 280246 
© Opportunity — 280028 280054 280200 
To grow with a rapidly expand- 280208 280383 280201 
ing division of the world re- 281721 280428 280289 








nowned International Telephone 
& Telegraph Corporation. 
Submit Resume To: 
Kellogg 
Switchboard & Supply Co. 
6650 South Cicero Avenue, 
Chicago, Illinois 





@ Many Spring Combinations (specify) 


Repeat Coils 
D-281596 D-281933-B 






@ Condensers 









D-6891 (2MF) 










@ Mountings 
For 19” Rack (10 relays per mounting with individual covers) 


BUCKEYE TELEPHONE & SUPPLY CO. 


P. O. Box 5707 HUdson 8-0655 Columbus 21, Ohio | 


MANAGER: For Telephone Co. 750 sub- 
scribers, 750 miles of line. Must know 
REA telephone accounting and commer- 
cial accounting. Please state age, qualifi- 
cations, references and wages expected all 
in one letter. Address all correspondence 
to Dunn Telephone Mutual Aid Corpor- 
ation, Killdeer, North Dakota. 
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TELEPHONE ENGINEER & 


CABLE-SPLICERS’' WIPING CLOTHS 





MANAGEMENT 
Formed-flexible finish 7720 Sheridan Road 
WIPING THE ing cloths (Patente3); Chicago 26, Illinois 
Flat finishing cloths; 
Catch cloths; Crotch Please send TELEPHONE ENGINEER 
| 7 
VERTICAL JOINT cloths and Up-right & MANAGEMENT to me for 1 year. 


joint catch cloths. Made 


of world-prize HER- 
Showing the RINGBONE TICKING 
or imported English Name Please Prin 
up-right cloth MOLESKIN. If your 
jobber cannot supply Commun 


you write us for litera 
ture and prices. 


in action 





Street Address or Box Number 


GEO. E. WILLIAMS CO. 


3035 ALDRICH AVENUE, MINNEAPOLIS, MINN. 





DIGGER-HYWAY Model HD with extra 
bitts. Mounted on 1948 FWD truck, over- 
hauled, new rubber, ready to work. Price 
F.O.B. Germantown, 7 Line 


Better Transmission (less cost) 


$2,750.00. 
trueks, installers bodies & trucks. Splicers 
railers also in stock. BOHNSACK EQUIP- 
MENT CO., Germantown, N. Y. 

SMALL telephone’ exchange. Under 
ground cable, room for expansion. M¢ 
Laughlin Tel. Co., McLaughlin, S. D. 


Transmission Measuring Set 

(with built in oscillator) 

Range: —50 to +15 DB (2 DB 
steps) 100 to 10,000 cycle 


I—61C (Signal Corps) 
Ose. 500-1000-2500 cycle 





-40, -20, 0,DB (600 ohm 


Signal Corps load) 
FIRE REPORTING SWITCHBOARD Telephone, built-in (EE8, LB & 
100 line capacity, 3 cord pair, in Ma- CB) 
hogany Cabinet — Rebuilt “like new” Battery operated (self con- 
Telephone Repair & Supply Co. tained or external) (not 
1760 W. Lunt Ave., Chicago 26, Ill. supplied) 


Phone: ROgers Park 4-3818 ; 
70 page Manual included 


(loaned for inspection) 








a. 
DECALS 


Made for trucks and equipment 
Small or large quantities 
Write for free catalog. 


MATHEWS COMPANY 










1-61 B or C (with EE8 phone) 
New $150 
Good used $100 

I-61 A (1000 cy. only, less 
phone) . $ 75 








10” x 38" x 13“ 
47 Lbs. 


827 S. H Oak Park, Il. , ' 
ast oe Phantom Coils (repeating) 





; iti eee: Wheatstone Bridge (slide wire type) W.E.76 A, new $6.00 

Signal Corps TS 27/TSM (designed for Used $5.00 

BIG SAVINGS l i telephone line iesting-fast 11” x 15” x 75A, better matched $7.50 
#10 HEMINGRAY GLASS 812" high—portable). Directions and 9A 

‘sss Wear ae oid. tables furnished. 93A, better matched $12.50 

yer 1050 $21.50 New $125  93B, F, G $12.50 

lots of 5000 or more $18.75 ths ) Good used $ 85 JOA ¢ 5.00 


S \ 
DOUBLE WALL COTTON (many others, all mfg). 


SLEEVES for Cable Splicing W.E. 107A Amplifier (cable test set) 








z 


iy. Hone Webbing Co.” BRAND Complete ~ 19C exploring coil, 716 Voice Frequency Repeater 
_ —75¢ receiver, cords & plugs. (dry line) 
Lots of 25 Boxes 60¢ ea. 50 Bxs. 50 e: New $65  TP-14, (Sig. Corps) Federal 
satigcdpuune ag oe W.E. 19C Oscillator, new $250 2 or 4 wire, end or intermed- 
LORIS SALES PB sn Sg W.E. 12A Trans Meas. Set, new $100  iate 12 to 18 BD gain (2 or 4 
W.E. 4A Unbalance Set, used $ 75 wire, resp) 110-220 volt AC or 
SS W.E. 2A Terminating Network, 12 volt DC Portable (looks like 
FOR YOUR used $ 25 1-61 TMS) ($500 value). 
Megger, Vibrotest, used, A-1] $100 New $150 
DESK AT WORK Test Jacks, W.E. 410A $1.00 Carrier Repeater CF3A 
AND HOME 216, 218, 219, 220, 239A $ .60 New $100 
(most other W.E. jacks) Telegraph Repeaters TG 30, 
Ideal for gifts, Mountings for above jacks: 184, 185, 31 $75 
prizes 230A, B, 231A, etc. EE1O1, W.E. VF Ringers 
Plugs & Patchboards—W.E. New $100 





antam colored telephone, weighted, with 
Pp quality ball point pen trimmed in gold. 
elephones in ivory, sand beige, yellow 
od, green, light blue, light gray, pink, 
hite, Pens in ivory, black, red, pink. 
nly $3.25 complete, postpaid. Send 
1eck or money order to L. Z. Parker, 
17 Lorraine Dr., San Diego 15, Calif. 


Shipped on Approval—Satisfaction guaranteed 
Richmond 8-2249 


TELECTRIC CO. 


Los Angeles 6, Calif. 


1218 Venice Blvd. 
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for Years- 
and Years- 
and Years- 
of Service! 


Schauer 
ELECTROX 


BATTERY ELIMINATORS 
BATTERY CHARGERS 


In sizes and capacities 
to meet every telephone 
power requirement. 


See your Schauer Jobber. 
Write for Bulletin 4516. 


RECTIFIER DIVISION 


SCHAUER 


MANUFACTURING CORP. 


4516 Alpine Ave., 
CINCINNATI 42, OHIO 
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FOR SALE 
1-KELLOGG MANUAL SWITCHBOARD NO. 
13898 wired for 60 lines-43 working. Will 
be out of service in August. 
1- VERTICAL MAIN FRAME wired for 60 
lines with protectors and heat coils. 
1-WESTERN ELECTRIC MANUAL SWITCH - 
BOARD wired for 60 lines equipped. 
1-TELERING MODEL R straight line ringing 
machine. 


2-TELERING MODEL H straight line ringing 
machines, one in service till August. 
10-STROMBERG-CARLSON 1248 telephones 
as removed from service. 


19-LEICH 901 telephones as removed from 
service. 


NOVA TELEPHONE COMPANY 
NOVA, OHIO 


Retired telephones and accessories, 
any quantities and makes 


BOHNSACK EQUIPMENT CO. 
| GERMANTOWN, NEW YORK 





John A. Grimes Joins 
Allen Kander & Co. 
JOHN ALDEN GRIMES. 


special consultant’ in’ the 


former 
Internal 
Revenue Service, Washington, D. C.. 
has joined Allen Kander & Co., ne- 
votiators for the purchase and sale 
of Independent telephone companies. 

Grimes will specialize in’ property 
appraisals and the necessary alloca- 
tion of assets in ownership changes. 
He will make his headquarters in 


Washington. 


Kellogg Appoints Two 
To New Positions 

HAL. A. Skutley has been named 
North Central regional engineer of 
Kelloge Switchboard & Supply Co. 
In his new position, Skutley is re- 
sponsible for engineering coordina- 
tion between field projects and manu- 
facturing in the nine states of the 
North Central region. 

Skutley has been employed by 
Kellogg since June, 1950. He former- 


ly managed three associated compa- 












TELEPHONE MEN 
(Age is No Barrier) 


U.S. CITIZEN 
Recent developments have created 
additional challenging, truly worth 
while opportunities with our rapidly 
expanding Overseas Telephone Op- 
eration. Present categories include: 


CHIEF 
Engineering Advisor 
Qualified by past experience 
as Chief Engineer of an American 
Telephone Company 


SUPERVISORS 
For Each Of The 


Following Categories 


®@ Outside Plant Engineering 
@ Telephone and/or 

Telegraph Traffic 
@ Toll Test and Carrier 
@ Carrier Telephone and 

Telegraph Maintenance 
@ Automatic Dial 
Compensation includes top salaries, 
valuable company benefits plus re- 
location assistance for you and your 
family. PRESENT or RECENT exper- 
ience is acceptable. Please write 
detailed resume to: 


PHILCO 


TechRep Division 


22nd & Lehigh Avenue 
Philadelphia 32, Pa. 


































nies of Southeastern Tel. Co.. Fitz- 
verald, Ga. 


a. 


vision sales manager of the Western 


Smith has been named di- 


region of Kellogg. 

In his new position, Smith directs 
all sales activities of the company in 
the eight states of the Western region. 

Smith joined Kellogg six years 
ago, and had previously been em- 
Spence! 


ployed as a salesman at 


Chemical Co.. Dallas. Tex. 


Evans Appointed New 
Whitney Blake Representative 
DALE Bb. Evans has been appoint! 
ed a representative for Whitney Blak: 
Co., insulated wire and cable man 
New 


will 


facturer, Haven, Conn. Evan 


territory include central an 
northern California, southern Idah: 
Nevada, Utah and western Wyomin 

Holding a B.S. degree in electri 
Michigan Sta 


University, Evans has spent m« 


engineering from 


than five years as a sales engine 


selling materials used by utilities 
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Nerve system of success 
in business: the PBX 


Two of Rochester's most energetic 
business organizations attribute much 
of their remarkable growth and pres- 
ent strength to efficient communica- 
tions the common denominator of 
such completely different operations 
as the city’s newest downtown bank 





Business does enter through this 
inviting door — but lion’s share 
is handled through the PBX. 


and a medium-sized manufacturing 
firm whose specialized product for 
industrial application commands a na- 
tionwide market. Each, as it planned 
a large new “home” appropriate 
to its status in the community, spec- 
ified XY® Dial PBX service as a 
“It’s so much pleasanter to fundamental asset to continuing suc- 
be the Bank’s Voice when cess in its field. 

your attention is only required 


for incoming and special 
service calls.” ized needs: the telephone company 


Both companies had very special- 


knew from long experience that an 

XY Dial PBX plus the magic 
Public relations, accounting for ingredient of the skilled operator 
much of the remarkable growth 
of this industrial firm, start . aaa 
here — whether you’re greeted requirements ... efficiently, depend- 


in person or enter via the ably. More important, it would be 
telephone door. 


could meet any and all such known 


ready for the unforeseen in growth 


or new sery ices. 


Contemporary good taste, even to colored telephones to match 
the decor at every installation. Officers of Community Savings 
Bank reach out to meet Public at city’s heart. 


the equipment that keeps 
the smile in the voice” .. . 
versatil reliable, cost-re- 
ducing XY Dial switching 
‘quipment — the system 
that ex be outgrown. 





Fort Bend Telephone Company starts 
































Dial era with Katy, Texas, cutover - 


Nearly 11 years ago to the day. from 
the time when Mr. O. L. Miller. father aT ee 

; . att. 
of Katy’s mayor, bought the Katy a} 
telephone exchange. Mayor A. O. 
Miller made the first dial call from 


that exchange, calling his father and 





telling him of the cutover. 
That dial telephone call marked the 
start of a lone range improvement : 
oe : A shirt-sleeved manager who 
and modernization program begun gets things done even while 
by the Fort Bend Telephone (CCom- having his picture taken: Arthur 
: : W. Sanders, of the lowa-lllinois 


pany. whose headquarters are in Sslnihnen: Gainaine. 


Rosenberg. Texas. Katy. the first of 
its five exchanges to be converted to 
dial, is located just west of Houston 
in a rich agricultural section. The 


companys other exchanges. all with- 


Bill Meyers, lineman; Francis Butler, president; = 5, 4 few miles of each other and all Headq Ua rters ola 


John Callender, plant superintendent, Fort : we 

Bend Telephone Co., visit with neighboring envious of the Katy office. are: 
telephone men from the Home Telephone Co, = Pieasely. Brookshire. Damon and 
Humble; Garrison Telephone Co., West Co- : 

lumbia; Harris-Fort Bend Co., Sugarland; Needville. 

Southwestern Bell Co., Rosenberg. The other exchanges really have 


exood reason to be envious of Katy. 
Not only is Katy the company’s first 
exchange with XY® Dial System and 


a new two position toll board, but 


the equipment is also housed in what 
is reported to be one of the most up- 
to-date and beautifully decorated ex- 
change buildings in the country. 
Francis Butler, president, and John 
Callender, plant superintendent. wel- 





comed company employees. — their 


families. Stromberg-Carlson engineers Mrs. Jean Marshall is secretary 
to Mr. Sanders. Only a small part 
: ‘ of her time is required as “op- 
neighboring telephone men. Open enater” of the $48 Gel waste 
Handsome exchange building at Katy houses fiouse was held about a month fol- serving headquarters. 

new dial equipment, and features beauti- 
fully decorated rooms. 


and representatives, city officials and 





lowing the cutover, 


Katy operators, Mrs. Lois Lindsey and 
Mrs. Estelle Whitstein, seated, and Mrs. 
Francis Nichols and Elizabeth Cliett try 
out new two position toll board. 










Rightly proud of their work: (L-R) Mr. 
Katy’s mayor, A. O. Miller, makes first Mr. Anderson and Mr. Byers in one of 
dial call from company’s modern office. their larger XY-Dial offices. 












Experience breeds confidence. And 


these lowa-lllinois installers — Frank 
Mehler, Dick Reighard and Gary 
Beach — have installed many XY- 


Dial exchanges before. 












STROMBERG-CARLSON 
TRANSMITTER 







New dial exchange and central warehouse at 
London. Andy Anderson and C. K. Byers chat 
tourists from Rochester. 


ola pace-setter: lowa-lllinois Telephone Company 


we 





og 
id 
J 





One might wonder if the pleasant 


rural-lowa town of New London 


could long contain such a_ robust 
“citizen” as the lowa-lIllinois Tele- 
phone Company, headquartered there. 
But for this organization, whose area 
is already far-flung and growing, it 
is logical to direct from the “Hub” 
outward and besides. there’s a 
heap of good living in a small com- 
munity, where each emplovee plays 
an important part in the life of the 
town. 

Facts and figures soon get out of 
date when applied to this company 

Vigorous operating unit of the 
General Waterworks Corporation of 
Philadelphia. In addition to the 2- 
state operation implied in the name. 
the company also owns exchanges in 


North Dakota. Wherever 


have been extended, they have util- 


holdings 


ized the resources of a strong. pro- 
eressive organization to bring needed 
service improvements to their new 


customers. 


Any successful enterprise must know 
financially. Mr. Carlton Eichler and 
capably handle this assignment. 


Mr. Elnathan C. Gates of Minne- 
apolis is president of this company 
as well as other telephone operating 


units. Directly 


lowa-Illinois Company is the vice 


president and general manager, Mr. 
Arthur Sanders 


man who has 


a telephone man’s 
tried and mastered 
every phase of the business from in- 
side wiring to cross-arm transposi- 
tions. 

A shirt-sleeved manager who has 
chosen the role of team captain rathei 
than boss. he would be the first to 
say that present success comes from 
the combined efforts of such men as 
KF. C. “Andy” Anderson, chief en- 
gineer, and C. K. Byers, plant super- 
intendent. who build the exchanges: 
Carlton Eichler. assistant treasurer. 
and Elmer Watson. commercial su- 
pervisor, who keep the company fi- 
nancially sound: and from an over- 
all top-management policy that be- 
lieves in progress. The headquarters 
staff at New 


London includes en- 


where it stands 
Auditing Section 


responsible for the 


gineers, installers. maintenance per- 
sonnel and clerks all specialists 
who contribute ereatly to an out- 
standing record of ood service. 

At the time your reporter visited 
New London last summer. many pro- 
jects which are now finished or well 
along toward completion were still in 
the planning stage. We saw a crew 
of company installers thoroughly 
experienced in setting up an XY® 
Dial office 


touches on the New 


putting the finishing 
London ex- 
change. We heard fine reports of the 
first few months of operation at their 
Aledo office in western Illinois (well 
be dropping by there this summer). 
And we “shot” a few of Andy Ander- 
son's engineers making preliminary 
system layouts for properties then in 
the process of acquisition. 

There's a spirit of cooperation and 
confidence in this company which 
plainly says that they are going 
places. And they're perfectly willing 
to set the pace! 


“If we build a new CDO here ... .” Andy Anderson 
(at head of table) and C. K. Byers (second from right) 
study map of newly acquired territory. 






















Big problems whittled down to sizqwil 






Telephone managers are ingenious! 
Every week we hear of new installa- 






tions of Stromberg-Carlson 561 Sub- 






scriber Carrier. Of course most of 






these applications are “normal” 






expansion of service in suburban or 






rural areas that could not be eco- 






nomically handled in any other man- 
ner. This is “bread and butter” busi- 
ness for the operating company, and 








for us too. But that’s only part of 






the story ..... the ingenuity comes 






into play when a manager, working 





Central office termination of Subscriber Carrier 
requires a very limited amount of rack space in 
CDO building. Sugar Grove Va. Exchange; Sherman 
Riffe of Inter-Mountain Telephone Co. in doorway. 






with Stromberg-Carlson sales en- 







gineers, discovers a new use for this 






versatile equipment in meeting un- 







usual conditions. 
The — Inter-Mountain 
Company of Bristol, Tennessee, had 






Telephone 








just such a problem in that wildly 











































This compact 5-channel central office terminal, 
typical of many now in service, uses only 21 inches 
(including power panel) on a standard 19” rack. 
Transistorized, plug-in circuit cards give complete 
flexibility and reliability, very low power drain. 


Richard Eyler has an extreme- 
ly interested visitor in Joseph 
Flanagan (right), R. E. A. 
Engineer down from Wash- 
ington to inspect the 561 Car- 
rier installation at Montpelier. 













beautiful strip of mammoth corruga- ae -cancaiiiieg Se 
tion forming the peak of the Appa- Enroute | 
lachian Roof. Compressed into one 
of these valleys is Sugar Grove, Vir- “telephone exchange” at Trout Dale 
ginia — important enough to have now serving 1b new subscribers, and 
its own telephone office. Some 10 ready to meet further demand as it 
miles away is the highest point in arises. 
Virginia; a little closer is the com- Branson, Missouri, is an increas: 
munity of Trout Dale. Long ago the ingly popular vacation area where 
Inter-Mountain Company had pro- fishing, boating, swimming and _ the 
vided what seemed to be adequate charm of the Ozarks lure visitors 
telephone facilities a single-pair from all the Central States. During 
party line. To the surprise of every- the 6-months “season,” population 
Richard Eyler (right) telephone manager at Mont- one, this line soon was full and addi- — doubles or trebles and today’s va- 
pelier, Va., completes addition of another channel tional requests for telephones kept cationist wants and expects telephone | 
of 561 Carrier, assisted by Sherman Weiner of ° ° te . i 
SuenthoneCsleen. Dots slident work platter, Coming in. service. Malcolm Sherwood, manage | 
extra protective hoy ing. There seemed to be two choices of the Twin Lakes Telephone Com- 
for the telephone company: run sev-— pany serving Branson and the sur- 
eral more lines out from Sugar Grove, rounding area, found that 561 Sub- . 
or place a separate CDO in Trout — scriber Carrier provided a two-fold : 
Dale. Costs were prohibitive for benefit: making it economically feas- ( 
either alternative. A much better ible to serve the seasonal peak load ( 
answer was found 561 Subscriber on a party-line basis over existing ( 
Carrier applied to the existing line. physical circuits for half the year. 
The accompanying photos show the while providing a greatly improved n 






















for carrier pigeons — or carrier! 
tnroute from Sugar Grove to Trout Dale, Va. 


grade of service for his “permanent” 
residents for the balance of the year. 

At Chaumont. New York, another 
resort area strung out along a bay 
near the Thousand Islands, the only 
direction open for srowth extended 
farther and farther out from the cen- 
tral office. Profitable return on plant 
investment dictated a multiple use of 
physical lines; this has been neatly 
accomplished with 561 Subscriber 
Carrier, offering complete flexibility 
in handling the varying traffic pat- 


ith 561 Subscriber Carrier 


of the Merchants and Farmers Tele- 
phone Company, had an 8-party line 
running by the site, but the mining 
operation required private lines. How 
much of a gamble can a small tele- 
phone company take? 

Actually no gamble at all was ne- 
cessary. 561 Subscriber Carrier pro- 
vides quality service, at least equiva- 
lent to new physical lines, at less 
cost. If the mine lives up to expecta- 
tions, present service and growth in 
stations is assured economically. 
If the mine should close, all of the 
equipment is immediately available 
for use in other growth areas the 
investment substantially intact. 

These are just four of the many 
interesting and profit-producing ap- 
plications of 561 Subscriber Carrier 
which have come to our attention re- 
cently. We like to learn about such 
installations, so that the money-sav- 
ing ideas can be passed along to 
others. 

Recently we heard a description of 
561 Subscriber Carrier that sums up 
its design and operation perfectly 
“Standard Telephone Equipment.” 
We're glad to know that others think 
of it this way: not as a substitute, but 
telephone equipment itself; designed 
and built by a telephone manufac- 
turing company to provide telephone 
erade service. [It will match and be- 
come an integral part of the central 


office 


where long-term reliability, 


STROMBERG-CARLSON 
TRANSMITTER 


tance with any consideration of in- 
itial purchase cost. 

When 561 Subscriber Carrier was 
first put on the market we didn’t 
know its full possibilities. Telephone 
men had waited long for a good 
answer to an old riddle: in studying 
their many problems. we too have 
learned much about the variety of 
applications for this equipment. Pos- 
sibly you have been putting off the 
would 


day when your “problem” 


have to be solved . . the solution 
could easily be 561 Subscriber Car- 


rier. 





“It rings fine . . 
































transmission’s real good.’ Dave 


tern created by summer tourists. 





McNish, Stromberg-Carlson representative (left) is 
just as pleased as the two Inter-Mountain men: Sher- 


In Montpelier, Virginia, a highly operational costs, flexibility and ease 








speculative mining operation was 
started on the extreme edge of the 
operating area. This Ilmenite mine 
could prove to be a Bonanza for the 
community and telephone company 

or it could be a huge disappoint- 


ment! Mr. 


Richard Eyler, manager 


service — at Trout Dale. 





This took the place of a complete new central office for 
the subscribers — most of them previously without 


of maintenance assume equal impor- 


“Boy, this is the life. Why can’t it last all year!’ That’s just the problem of Malcolm 
Sherwood, Bronson, Mo. Vacationists swell population three-fold for half the year— 


man Riffe standing on platform, and Roy Morton. 


demand good telephone service. Now they have it through 561 Carrier. 


























Mt. Edgecumbe overlooks island by the same name, center, 
and Sitka, Alaska, foreground. 


Richard Cushing, man- 
ager of the Sitka Tele- 
phone Co., talks things 
over with R. J. Smith. 










































a 
Stromberg-Carlson_install- 
ers in front of modern ex- 
change are: R. J. Smith, oO 
Dorian Wallander, Phil 
Boyer, Johnny Campbell 
and Norman Jarvis. { 
Maine compan The Oxford County Telephone and — between the exchanges which use the 
pony Telegraph Company. with headquar-  2L-5N numbering system for up-to- 
now all dial ters in their Buckfield. Maine. ex- date dialing. ‘ 
pe. . ( 
change. was one of the first to brine i 
— te : : ; f 5 : . : 
‘ ~e i i dial service to the State of Maine. Tel 
= & | rr ‘ : » ta 
= i Their recent and highly successful ae 
“~ 1 ; cutover at Turner. Maine, now makes ic 
ag all the company’s exchanges dial. he 
et s . . t 
i | opens up a new exchange building th 
y a in Turner for housing the \Y® Dial edg 
equipment, : 
© ore: 


Under the management of Mr. 












* Clarence Todd, the Oxford County 


Telephone Company serves 1300. sta- 
tions in Buckfield. West Paris. W ood- 
stock. Canton. Hartford and Sumner 


F.A.S. 
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in addition to Turner: has 
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XY Dial System in the Turner, Maine, exchange makes the Oxford County T. & T. 
Co. all dial. Company officers are: sitting, W. J. Ricker, president; standing, 
C. M. Stephens, director; Clarence Todd, manager. 
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to recent cutover. 


John Cushing and Stromberg- 
Carlson installation foreman R. 
J. Smith, check equipment prior 


Mrs. Martha Cushing at 


the Sitka exchange. 
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yndompany learns Alaskans are great talkers 





Alaskans (and Hawaiians) are the 


most talkative people in the world. 
Glad of that fact are Martha and 

Sitka 

lelephone Company, and Manager 


John Cushing, owners of the 
Richard Cushing, who recently held 
open house following the conversion 
of the Sitka exchange to an XY Dial 
Svstem. 

The conversation-tested equipment. 
purchased through the assistance of 
the Stromberg-Carlson Telephone Fi- 
nance Department, and installed by 
a  Stromberg-Carlson _ installation 
crew, will insure the type of tele- 
phone service expected by subscribers 
in Sitka and the surrounding area. 

Completion of the dial system in the 
city extended trunking between Sitka 
and nearby Me. Island. 
Dial service on the island includes 


Edgecumbe 


over 200 offices and residences and 
i 200-bed hospital operated by the 
S. Public Health Service. 


When the Sitka 


pany first began operating in 1939. 


only 95. subscribers were being 
served. In less than 20 years the num- 
ber of subscribers has grown to over 
S00. with a great increase in sub- 
scribers expected once the 55-million 


dollar 


dollar hydro plant are completed and 


pulp mill and the 5 million 


operating. 

In the late 18th century. when 
Alaska was owned by Russia, Sitka 
“Paris of the New 


Poday, Sitka is just as much 


was known as the 
World.” ‘ 
a style leader with the latest in tele- 
phone equipment in an impressive 
modern fireproof exchange building. 
In addition. the Sitka exchange is the 
first in Alaska ready to join the DDD 
system; first to use all seven digits 
instead of the 2L-SN numbering sys- 
tem. For the first time colored tele- 
phones are being used in the city 
and now the community has taken 


Telephone Com- 


advantage of the new dial system to 
activate the latest fire alarm = report- 
ing system. 

Prominent Sitka citizens and dis- 
tinguished out-of-town guests. includ- 
ing owners of telephone companies 
throughout the territory. were on 
hand to hear the first call over the 
dial system made by Colonel Carl 
Hatch, Alaska Com- 
munication System, to Governor Mike 
Stepovitch in Juneau. Sitka Mayor 
MI. S. Mitrovich followed with a call 


to Mavor Merrill Coon of Kodiak. 


location of Sitka’s sister exchange. 


Commander. 


also owned by the Cushings. 

The conversion of Sitka to X% 
Dial equipment recognizes the grow- 
ing importance of the telephone to 
Alaska in general and to Sitka in 
particular: a real credit to the far- 
sightedness of Martha and = John 


Cushing. 





Colorado's largest Independent prepares for XY Dial 


The largest Independent telephone company 
n Colorado, the Delta County Co-operative 
Telephone Company, serving more than 2500 
tations, has started a large improvement 
ind modernization program to bring XY 
lial service to five of its six exchanges. As 
he picture shows, work has already begun 
t Paonia, the company’s headquarters. The 
ther exchanges ready for XY Dial are Cedar- 
edge, Crawford, Eckert and Hotchkiss. 
Participating in construction at Paonia 
e: (I to r) Wendell Stone, Paonia manager; 
arold Clarke, head, REA Western Division; 
orman Mills, engineer; John Zachary, Strom- 
rg-Carlson installation foreman; Donald 
n»usley, head engineer, REA Western Divi- 
on; Bill Coolley, installer; D. C. Mclean, 
e president, Mountain States Telephone Co.; 
iry Ozeman, installer; Jorgen Neilsen, in- 
iller; O. J. Stone, General manager, Delta 
unty Co-operative Telephone Co.; Silas 
ne, REA representative; Fred Liquin, en- 
eer. Photo courtesy of R. F. Symmonds, 
blisher, The Paonian. 
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Consolidated Telephone Company 


A Direct Distance 


Across the Ohio River from Cincin- 
nati, a new booming residential area 
was pressing for more and_ better 
service from the then [imited-capacity 
telephone equipment in the Hebron, 
Kentucky, exchange. 

Cognizant of the need for versa- 
tile. expandable dial equipment, Mr. 
G. B. Foscue. Jr.. vice president and 
general manager of the Consolidated 
Telephone Company, Florence. Ken- 
tucky, found his answer in Strom- 
berg-Carlson Dial equipment. The 
Hebron exchange was recently con- 
verted to XY Dial® and at the same 
time joined the DDD network. Of 
the nearly 375 telephone exchanges 
in Kentucky, only seven are in the 
DDD network: Hebron and_ Flor- 
ence, also using XY Dial. are two of 
the seven. The company's other ex- 
changes are at Burlington, Irvine. 
Union and Walton. 

The new office at Hebron now has 
seven groups of trunks totaling twen- 
ty-one circuits, which include CAMA 
circuits over which subscribers may 
dial over 50 points in Northern Ken- 
tucky and Southern Ohio. The He- 
bron office is also equipped for 
Foreign Area Customer Dialing. 

Although Mr. Foscue is anticipa- 
ting a 46% increase in the number 
of stations this vear., his new dial 
equipment will absorb the growth 


easily. 


Dialing Leader in Kentucky 


Time out for a photo just before cutover. 
Front row, from the left, John Dumbacker, 
engineer; L. T. Utz, commercial superintend- 
ent; G. B. Foscue, Jr., general manager; 
Richard Tucker, Stromberg-Carison_installa- 
tion foreman; Roy E. Brooks, plant super- 
intendent; on the ladder are J. W. Huff and 
W. J. O’Hara, combination men. All but 
Tucker are from the Consolidated Tele- 
phone Company. 

L. T. Utz and G. B. Foscue, Jr., stand out- 
side the Hebron exchange building. 
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\ few months ago we had the op- 
portunity to pass on to you news of 
the conversion of Groesbeck, Texas, 
to an XY Dial System. Now we're 
just as pleased as the subscribers in 
Kosse. Texas, must be about their 
new dial system. 

But dial in Kosse means more than 
having another community with top- 
notch telephone service. What it does 
mean is while the entire Groesbeck 
district of the Gulf States Telephone 
Company is enjoying the advantages 
of dial service, greater emphasis on 
dial conversions can be placed on 
other Gulf States districts. Recent 
cutovers to XY Dial at Eustace and 
Martins Mills, Texas. have helped 
bring the company’s Athens district 


Gulf States personnel at the Kosse cutover 
included: Ben Fox, Donald Lamb, Rolla John- 
son, Delbert Engram, and Hiram Jones. 





nearer that goal. 

At the Kosse cutover were: Rolla 
Johnson, general manager; Donald 
general manager: 
district 


Lamb, assistant 
Delbert Engram. 
manager; Hiram Jones. traffic man- 
ager; Ben Fox, personnel; L.A. 
Wallace, equipment supervisor, Roi 
Cornish, district manager at Com- 


assistant 


merce; and Gulf States installers. 
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Pay Phone Beeps For Its Coins 





hee OF public telephones may soon come face to 
face with a new stvle of instrument. [t is different in 
both appearance and tone. 
Bell Telephone Laboratories, in cooperation with the 
New Jersey Bell Telephone Company, 
with the model in Woodbridge, N. J. 


The usual gong and chime heard on the deposit of 


is experimenting 


coins is missing. It has been replaced by an electronic- 
“beep.” The value 
* A nickel 


a dime two and a quarter five. 


ally generated signal described as a 


of the coin determines the number of “beeps.” 
will produce one “beep.” 
The three 


have 


coin slots for nickels, dimes and quar- 


ters been eliminated. A vertical edge-on slot 


will accept any of the three coins. 
The “sunflower” type of dial plate, a fixture since 
1931. 


wheel now used on many 


has been replaced with the clear plastic finger 
table-model instruments. The 
letters and numbers are generally similar in arrange- 
ment and are imprinted on the outer edge of the finger 


wheel... 

“Guinea Pigs” 

{rizona who 
flannel 


They are puzzled as to why 


CCORDING. to 

dream up the 
of a dither.” 
some little piggies go to market while other little p 


people 


Progress the 
eray commercials “are in 
somewhat 
iggies 
stay at home. So they are having us all psychoanalyzed 
usually without our knowledge. This process is known 


MR, 


amazing 


as it is called in the trade. 
that hu- 


as Motivation Research. 


is based on the not very “discovery” 


mans do not think and act logically. It seems that we 
select our automobiles, cigarettes and toothpaste for the 


most peculiar reasons. 


For example, if you buy a Chevrolet instead of a 


Ford, it may simply be because you had an unhappy 
versa. Tobacco and soap are even 


childhood. or vice 


more complicated. It has to do with the subconscious 
mind which is full of kinks, quirks and prenatal influ- 
ences that cannot even be discussed in a trade publi- 

Another difficulty is that people 
seldom love the same things in 


that 
think they do in May. This is rough on manufacturers 


cation such as this. 
December they 
and retailers who must plan several months ahead. 


Consequently market research is now regarded as a 


waste of time. There is no use trying to give people 
what they want. Moreover, they don’t even know they 
don't know what they want. So someone must make 


up their minds for them and it may as well be the 
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By JOHN G. 


REYNOLDS 


Hence, the birth of mo- 


shows 


outfits that have things to sell. 
research which allegedly 
to make it pay. It is 


with an error margin of 


tivation what can be 


foisted on enough consumers 
claimed that this can be done 


506— compared with 100¢¢ for old fashioned 


only 
market research. 

Depth probing, a sneaky Peeping Tom kind of tech- 
nique, really digs the dirt. It indicates that most of us 
are a mess of complexes, compulsions and contradic- 
tions. The only question is whether we are more mixed 


up when we are conscious or when we are unconscious. 


Of course, this type of research is nothing new, It un- 
doubtedly antedates what has been misnamed “the 
world’s oldest profession.” The first MR practitioner 


was the serpent in the Garden of Eden. 


Keeping Track of Minutes 


W' UNDERSTAND the newly 
the Third Street Baptist Church’s Sunshine Circle 
for young people has developed a sure-fire system for 
handling her reports. 
Her second day on the job, she was called upon to 
read the minutes. 


“Minutes of the last meeting.” she said, “20 minutes, 
6 seconds.” 


Then she sat down. 


elected secretary of 
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IN BRIDGEPORT, ILL. THIEVES GROKE 
INTO THE POLICE STATION AND STOLE 
THE PAY TELEPHONE - -- 


DUR TELEPH- 


Sete 


BUT | BAGGED IT WITH A 
TELEPHONE WIRE - 
HONEST / 


OTS 
5 


4s * ~ 
307 Die bes 


Tom HEGWS Th. 
tite: 


Few HUNTERS CAN CLAIM TO HAVE 
BAGGED A PHEASANT AS EASILY AS 
DID DOUGLAS STRICKLAND OF 

ED HIS SHOTGUN TO FIRE AT THE 
L- BIRD, IT FLEW AGAINST A TELEPH- 
ONE WIRE AND DROPPED To THE. 
GROUND STUNNED --~- 


THANKS TO 
Tonn GARRY 
QuEENS, N.Y. 






ONE POLES HiT 
CARS ONLY In 


SELF. DEFENSE 


ALBION, N.Y..AS STRICKLAND RAISE 
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_ Temember, too, 
Motorola is a 


peor hi, a escneneee—ertonorcmcn tamer 


° 














Motorola's National Service Organization is the largest nationwide service 


force specially trained to maintain 2-way radio systems to factory standards. 


No matter how large your radio system is—how widely distributed the 
mobile units are— Motorola can provide system maintenance specifically 
tailored to your requirements. The Motorola field service organization and 
800 Authorized Service Stations are your guarantee of dependable 2-way 


radio operation month-after-month, year-after-year. 
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MOTOROLA 


2-WAY RADIO 





For the finest radio communications 
equipment, as well as the most reliable system 
maintenance, see Motorola, world’s largest 











exclusive electronics manufacturer and leading 


MOTOROLA COMMUNICATIONS & ELECTRONICS, INC. anil envedie 


A SUBSIDIARY OF MOTOROLA INC. 
8501 AUGUSTA BOULEVARD e CHICAGO 51, ILLINOIS 
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Directories 
make more money 


with our “Revenue Men” 
on the job 














UR DIRECTORY “‘Revenue Men’’—working 
from 32 strategically located sales offices 
—providing the Independent Telephone 
? Industry with a flexible and highly 
| [aia TN ees Fess skilled telephone directory organization, 


o> Pe SER tog, ; a 
i ae Wea i ; are equipped to render a Complete and 
i ‘ee a ° ° ‘ 
[ies Quality Directory Service. 
Bai ad ~ 


i RE OE These specialists, through the use of 
or” ~~ up-to-the-minute knowledge of the market 

: —proper sales training—imagination— 
ideas—leadership—and hard work, produce 
results which more than measure up to 


accepted directory revenue standards. 


Yes, the “‘Yellow Pages” revenues,in the more 
than 800 directories we now produce 
for large and small Independent 
Telephone Companies, prove the statement 
“DIRECTORIES MAKE MORE MONEY 
WITH OUR ‘REVENUE MEN’ 

ON THE JOB.” 


Write or phone our office nearest you for our 
Complete Directory Service Plan. 
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Find It Fast 
In The 


Yellow Pages 





GENERAL TELEPHONE DIRECTORY COMPANY 
1800 Oakton Street * DES PLAINES, ILLINOIS * VAnderbilt 4-2164 


Divisional Sales Offices: 





BLOOMINGTON, Ill. ©  410N. Prairie St * Tel.: 3-8095 LEXINGTON, Kentucky °* 157 Walnut Street °  Tel.: 4-7626 
COLUMBIA, Mo. ° 811 Cherry Street ° Glbson 2-6907 LONG BEACH 15, Calif. * 1775 Ximeno Ave. * GEneva 3-744] 
DURHAM, N. C. . 108 E. Parrish Street ° Tel.: 5133 MADISON 3, Wisconsin * 214 .N. Hamilton St. * Alpine 7-1667 
ERIE, Penna. * G. Daniel Baldwin Building *  Tel.: 2-4187 MANILA, Philippine Islands ° P. O. Box 673 
FORT WAYNE 2, Ind. * 229 €. Berry Street * Eastbrook 3477 SAN ANGELO, Texas ¢ 110 South Taylor St. ¢  Tel.: 6738 -" 
HONOLULU 14, Hawaii * 1236 Waimanu St. * Tel.: 504-231 SPOKANE, Wash. ¢ South 1] Monroe °¢ MaAdison 4-4335 








August 1, 1958 


yercer oy NeCPT, 


_ Telephone 


AND MANAGEMENT 


THE TELEPHONE INDUSTRY MAGAZINE 


“OUR MANAGEMENT RESPONSIBILITIES,” by W. W. Wiswell 


Co.irts & Commissions « Washington Report « Plant Notes on New Developments 





Directory 
income booms 
with our Revenue Men” 


behind it 


UR DIRECTORY “‘Revenue Men’’—working from 32 
O strategically located sales offices—providing the 
Independent Telephone Industry with a flexible and 
highly skilled telephone directory organization, are 
equipped to render a Complete and Quality Directory 
Service. 


These specialists, through the use of up-to-the-min- 
ute knowledge of the market—proper sales training 
—imagination—ideas—leadership—and hard work, 
produce results which more than measure up to 
accepted directory revenue standards. 


Yes, the ‘Yellow Pages’”’ revenues, in the more than 
800 directories we now produce for large and smal] 
Independent Telephone Companies, prove the state- 
ment “DIRECTORY INCOME BOOMS WITH OUR 
‘REVENUE MEN’ BEHIND IT.” 


Write or phone our office nearest you for our Com- 
plete Directory Service Plan. 


Find It Fast 
In The 


ow Pages 


GENERAL TELEPHONE DIRECTORY COMPANY 


1800 Oakton Street ° 


Divisional Sales Offices: 


BLOOMINGTON, III. ° 410 N. Prairie St. ° 
COLUMBIA, Mo. ° 811 Cherry Street ° 

DURHAM, N. C. ° 108 E. Parrish Street ° Tel.: 5133 
G. Daniel Baldwin Building ¢  Tel.: 2-4187 
229 E. Berry Street * Eastbrook 3477 
Wa Tel.: 504-231 


Tel.: 3-8095 
Glbson 2-6907 


ERIE, Penna. °* 
FORT WAYNE 2, Ind. ° 
HONOLULU 14, Hawaii ° 


1236 manu St. ° 


DES PLAINES, ILLINOIS + 


VAnderbilt 4-2164 


157 Walnut Street ¢  Tel.: 4-762 
LONG BEACH 15, Calif. * 1775 Ximeno Ave. * GEneva 3-/ 
MADISON 3, Wisconsin * 214 .N. Hamilton St. * Alpine 7- 
MANILA, Philippine Islands ° P 

SAN ANGELO, Texas 110 South Taylor St. 
SPOKANE, Wash. South 11 Monroe ¢ MaAdison 4-4336 


LEXINGTON, Kentucky ° 










This latest ANDREW cable, introduced just 18 
months ago, has received phenomenal industry 
acceptance. This is easy to understand, when you 
consider that HELIAX offers electrical performance equal 
to that of the finest copper cables, yet is far 
lower in price and much easier to install. 


HELIAX has its own complete series of connectors, matching 
the superior electrical performance of the cable. 
These fittings are pressurized and weatherproofed, 
and attach easily without special tools. 


For a maximum of convenience in the field, HELIAX is normally 
supplied in complete assemblies, with end fittings 
factory attached. Available in 7g” and 15” sizes. 
Continuous lengths to 3,000 feet. 


Write now for complete engineering data and 
a sample of this remarkable cable. 


The secret of HELIAX lies in its corrugated outer 
conductor. As demonstrated at the left, this by 
itself can be bent on its own diameter without 
breaking, kinking or going out of round. These 
qualities give HELIAX its unusual flexibility, 
strength and ease of handling. 


363 EAST 75th STREET + CHICAGO 19 





Offices: NEW YORK * BOSTON * LOS ANGELES * TORONTO 
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YOU GET 
ALL THE 
INIPORTAN 


BETTER QUALITY 


General offers you the best tele- 
phone cable in its history! You 
get improved grades of paper and 
plastic insulation. You also get 
lower measured capacitances and 
higher dielectric strengths. You'll 
find more built-in quality in 
General Cable than in any other. 


MORE MILL CAPACITY 


General Cable now has five mills 
making telephone cables in differ- 
ent parts of the country. These 
mills are needed to meet the ever 
increasing demands of the Inde- 
pendent telephone industry. 


Automatic's 5 Friendly warehouses: 


Northlake, 2915 Moore St. 


2360 N. W. Quimby St. 158 Corliss Avenue 2021 Main St. 
Illinois Richmond 21, Va. Portland 10, Ore. 
Fillmore 5-7111 ELgin 8-9280 CApital 3-7244 


Johnson City, N.Y. Kansas City 8, Vio 
Binghamton 7-8507 ~=—-HArrison 1-472 





hen you buy General Cable from Automatic Electric! 


BROADER PRODUCT LINE 


General makes a cable for every 
communications need. Paper 
Lead, Jute Protected, Steel-Tape 
Armored, Stalpeth, Alpeth, Tex- 
tile Insulated, Switchboard, 
Interior Wiring and Video Pair 
are all standard cables. And, now 
you can buy a telephone cable 
with an extruded aluminum 
sheath — manufactured by 
General —distributed by 
| Automatic Electric. Just one 
more addition to the biggest 
selection in the industry. 


FASTER DELIVERY 

Some General Cable products are 
available from stock. Some are 
available for delivery in a maxi- 
mum of 30 to 60 days. Your 
nearest Automatic Electric repre- 
sentative will do his best to get 
the cable you want—when you 
need it. 


These General Cable extras are available today for less money 


_ than ever before. Not least money, but less money. The least expensive 


cables often do not include all these extras. You always get the 


' Important extras when you buy General Cable from Automatic Electric. 


Serd your order to your nearest A. E. representative today! 


AUTOMATIC ELECTRIC 


Subsidiary of GENERAL TELEPHONE 


GREATER RESEARCH AND 
DEVELOPMENT FACILITIES 


From General Cable’s constant 
research come such firsts among 
independent manufacturers as 
Stalpeth, Alpeth, Video Pairs, 
extruded aluminum sheath and 
molded color-coded plastic 
switchboard cable. General has 
manufactured telephone cable for 
70 years! With this vast store- 
house of experience General is 
able to bring you the latest in 
cable advances. 





Etta ®: 


New for you... 


International Truck 


NOW! A really comfortable six-man cab he 
and rugged INTERNATIONAL chassis 
factory-matched one for the other! 


» doo! 





e 0 a 
» Int 


TERNATIONAL TRUCKS c¢ 





Choice of cab-forward or conventional models to 
match your job. See your INTERNATIONAL Dealer, today! 


INTERNATIONAL model AC-160 with Travel- 
Crew cab and public-utility body. Also 
available on chassis up to 33,000 lbs. GVW. 





with Crete Cabs! 


NOW plenty of room for six! No tory warranted, work-ready truck with 
' crowding. Full-width front and rear Travel-Crew cab for one low complete- 
' seats measure five feet plus, door-to- unit price! 

door. Third door access to rear seat 

provides easy in-and-out. You move 

crew, materials and tools to job site in 

one operation, in all-weather comfort. 





NOW factory-matched construe- 
tion! Travel-Crew cab and chassis are 
designed one-for-the-other. Factory- 
matched on the assembly line to give 
NOW save time and money! No __ you a truck that offers precision en- 


need for the delays of field conversion gineered weight distribution and well- 
» toa crew cab. One order to your balanced styling for smoother appear- 
INTERNATIONAL Dealer delivers a fac- ance and longer life. 





‘ f INTERNATIONAL HARVESTER CoMPANY, CHICAGO 
7 Motor Trucks « Crawler Tractors 
a Construction Equipment * McCormick® 


eeeoeooeoaeo eee Farm Equipment and Farmall® Tractors 
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For easier splicing, checking and terminating.... 


a. Ae! > e =r - 












POLYETHYLENE CABLE 


FOR AERIAL & DUCT TO REA SPEC PE-22, 
BURIED SERVICE TO REA SPEC PE-24 


f- —~— = 





Utilizing polyethylene fully color coded insulation, 
metal shield and high molecular weight polyethylene 
jacket for top electrical values. Available in #19, #22, 
#24 and #26 AWG in 6 through 600 pairs. Type ADC 
for aerial and duct service; type DBC for direct earth 
burial service. 


~ — — —~— 


WRITE FOR CATALOG — CON- 

TAINS COMPLETE DATA AND oe d 
SPECIFICATIONS FOR ALL REX INDEPENDENT En 
WIRES AND CABLES. = 


Manufactured by 
THE Rex CORPORATION 


101 HAYWARD ROAD, WEST ACTON, MASS. 













WIRE & CABLE 
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